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Right there, at Wichita we offer 
you an opportunity for the full ex- 
pression of your abilities. 


We want a general agent at Wich- 
ita, a man of personality, ability and 
above all a man of integrity, who will 
conscientiously apply himself to his 
task. That man will not know what 
it means to stop work until he has 
built up the leading life insurance 
agency at Wichita. 


Here is genuine opportunity for a 
man who measures up to our stand- 
ard. In addition this man must pos- 
sess the ability to connect with the 
leading business men of Wichita for 
he must measure up as a leader him- 
self. 


This offer comes from a company 
of unquestioned service record. It 
has a 26-year record for paying death 


put you 
on the map 


losses in 24 hours, has more than 
$100,000,000 in force with a higher 
ratio of surplus to liabilities than any 
other $100,000,000 company. 


In addition to that we offer: 


1. The management at Wichita of 
a company with unquestioned 
strength, large surplus, and over 
one hundred million of insurance 
in force. 


2. A liberal first year commission. 


3. A renewal commission for nine 
years. 


4. A collection fee during the life 
of the policy. 


5. An office allowance. 


6. An allowance for expense of de- 
velopment. 


7. A collection commission on in- 
surance in force. The company 
entered Kansas in 1904. 


This is a real job for a real man 
and we are anxious to fill this impor- 
tant post. 


Address F-12 
Care The National Underwriter 
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A. 0. ELIASON TELLS 
DETAILS OF PROGRAM 


National Association President 


Confers With Head of Chicago 
Body Regarding Convention 


PURPOSES OF GATHERING 


Expresses Confidence That Meeting in 
September Will Break All Attend- 
ance and Enthusiasm Records 


A. O. Eliason, president of the Na- 
tional Association of Life Underwriters, 
spent Tuesday and Wednesday of this 
week in Chicago conferring with Darby 
A. Day, president of the Chicago Asso- 








A. 0. ELIASON 


lation of Life Underwriters, regarding 
he final details of the program for the 
knnual meeting of the National associa- 
1on to be held in Chicago Sept. 5-7. Mr. 
-liason announces that all arrangements 
or the convention including the person- 
el of the speakers is now practically 
omplete. There are only a few finish- 
Ng touches to be added before the pro- 
pram in its entirety can be announced. 
Pleased With Chicage Work 

Mr. Eliason expressed himself as es- 
pecially pleased with the preliminary 
Trangements and work that has been 


Fone by the various convention com- 
poe of the Chicago association. He 
ai 


All indications point to the larg- 
st and most successful meeting in the 
history of the National association, All 
bver the country I have found interest 
h the convention that we are going to 
_ - Chicago this fall. I am con- 

ed that the attendance is to be the 
Frgest on record. Several companies 
ave already arranged to hold their own 
4 conventions just prior to the Na- 

a! association meeting. Chicago, 









BOOSTING W. M. FUREY 
IS BACKED FOR PRESIDENCY 


Pittsburgh Men Seek to Put Him at 
Head of National Association of 
Life Underwriters 


PITTSBURGH, PA., Aug. 7.—Mem- 
bers of the National Association of Life 
Underwriters resident in this city would 
greatly like to see W. M. Furey chosen 
president of the organization when the 
administration of A. Eliason comes 
to a close, and will attend the Chicago 
convention in Chicago next month en- 
thusiastic in the support of their candi- 
date. Mr. Furey is not an applicant for 
the post, though it is assumed he would 
accept it from a sense of duty if he re- 
ceived a unanimous call from his asso- 
ciate members. 

As associate general agent for the 
Berkshire Life in western Pennsylvania, 
Mr. Furey has long been an outstanding 
figure in life insurance circles in this 
section of the country, and because of 
his activities in the national body is 
widely known to the fraternity else- 
where. He is a progressive in all things, 
and has shown his power as an organ- 
izer and a driver. For several years he 
was president of the local chamber of 
commerce, and has been an active 
worker in all forward public movements. 
His personality is most pleasing and 
wins friends readily, which his sterling 
qualities of heart and brain retain, 

Enthusiastic in all that he undertakes, 
and holding life insurance to be one of 
the greatest callings to which one may 
devote himself, Mr. Furey has made a 
great success of his own business and 
has shown himself possessed of the 
qualities needed for real leadership. 
Those who know him best and who are 
familiar with his accomplishments de- 
clare that he would make an ideal presi- 
dent for the National association and 
that under his administration the organ- 
ization would not only maintain the en- 
viable position it now holds in the life 
insurance world, but would go forward 
to still greater things. 





because of its advantageous location, 
will draw big crowds. In Chicago, I 
find that the life insurance men are abso- 
lutely in tune with the spirit of the con- 
vention, and have aroused a great deal 
of interest among the life insurance men 
of the city. 

“Now that the convention program 
has been just about completed, I think 
that it is not at all out of order to state 
that the program which has been ar- 
ranged accentuates the chief purposes of 
the National association, which are to 
broaden the field of life insurance serv- 
ice and to develop in the _ individual 
agents an ever increasing ability to ren- 
der proper service to the public. 

“Suggestions for broadening the field 
for life insurance service will be de- 
veloped at the coming meeting in two 
directions: 

“1. Through cooperation with chari- 
table and philanthropic organizations. 

“2. Through cooperation with trust 
companies and other fiduciary institu- 
tions. 

“The program as it now stands is 
liberally interspersed with topics de- 
signed to develop the individual agent 








LICENSE NEW COMPANY 
B. L. BERGE MADE PRESIDENT 


Northwestern Union Life of Ottawa, 
Ill, Has Started Operations—Com- 
pany Has Strong Directorate 


The Northwestern Union Life of Ot- 
tawa, Ill., has been licensed by the Illi- 
nois department. It starts with $100,000 
capital. B. L. Berge, the president, is a 
well known attorney in Ottawa and was 


formerly secretary of the Lutheran In- 
ternational Life, now the International 
Life & Trust of Moline, Ill. W. D. 
Duncan, the treasurer, is president of 
the Peoples Trust & Savings Bank of 
Ottawa. He also has a well-established 
drug business. Lester Horan, the 


secretary, is an attorney. Signor Good- 
man, vice-president, has been in the bak- 
ery and restaurant business in Ottawa 
for a number of years. T. O. Berge, the 
agency director, is an experienced in- 
surance salesman and is a brother of 
the president. Dr. H. C. Telford is a 
member of fhe board, he being a leading 
physician in Ottawa. Dr. M. H. Saw- 
yer is a medical director and one the 
successful medical men of his section. 
J. E. Jensen, a director, has been in gen- 
aa merchandising at Ashkum, Iro- 
quois county, Ill He has had experi- 
ence in banking and served mayor 
of his town. 


No 


ot 


as 
Promotion 


Professional 


work the North- 
employed no pro- 


In its organization 
western Union Life 
fessional stock salesmen. Its expense of 
organization therefore was small At 
least four men are serving as directors 
who have considerable life insurance ex- 


perience and knowledge. The men in- 
terested in the Northwestern Union 
Life are conservative and thoroughgo- 
ing, believing in the possibilities of a 


local company. They will keep close to 
the beaten path. President Berge says: 
“Our company does not expect to blaze 
a new trail. We will follow well-beaten 
tracks in the life insurance business un- 
til we are far enough to feel perfectly 
safe. The friendly attitude of the people 
in the life insurance business is a great 
help to us.” 


to better serve the needs for life insur- 
ance. Ina few days the association will 
announce the speaker who is to give 
the keynote address on “Uses for Life 
Insurance to Decrease Dependency, 
Illiteracy, Poverty and Crime,” and also 
the speaker who will give the keynote 
address on “Need of More Life Insur- 
ance to Support Charitable and Philan- 


thropic Institutions.” 
“One whole session will be devoted 
to the subject of cooperation between 


trust companies or trust departments of 
banks and life insurance companies. The 
discussion of this important subject will 
be opened by Merle T. Calloway, vice- 
president in charge of the trust depart- 
ment of the Guaranty Trust Company 
of New York. Great interest is being 
taken by many of the trust companies 
in this particular section. Several of 
the larger trust companies in various 
parts of the country have signified their 
intention of having a _ representative 
present when this part of the program 
is given. 





REINSURANCE OF LIFE 
BUSINESS IS GROWING 


Has Shown Even Greater Ad- 
vances in Recent Years Than 
Business as a Whole 


THREE CAUSES ASSIGNED 


Various Plans Now in Use for Handling 
This Insurance Line Are Out- 
lined by Officials 


NEW YORK, Aug. 7.— 
the life 
growing 
years, 


The 
insurance 
rapidly 

more 


reinsur- 


ance branch of busi- 


ness has been during 


the 
than 


few 
life 
This is because all of the 


past 
the 
whole. 


even rapidly 


insurance business as a 
condi- 
the 
in 
in 


tions which have tended to increase 
of life 
general have of 
the 
and 


volume insurance business 


course been evident 


reinsurance business 
the 
larger policies has increased the de 
for reinsurance on the part 
companies. M. W. Torrey, 
of the reinsurance department 
Metropolitan, summarizes by 
that there are three reasons for the 
rapid growth of reinsurance, which are, 
(1) the depreciation of the dollar, which 
naturally makes larger policies more 
necessary; (2) business insurance, and 
(3) inheritance taxation insurance 


growth of the 


in addition tendency toward 
mand 
of the 
manager 
of the 


saying 


Special Departments Established 


reinsurance is 
the com- 
line 
the 


life 
between 
less on a side 
It is an incidental feature of 
ness. However, during the past 
years:a number of companies have 
gun to specialize in reinsurance by es- 
tablishing a reinsurance department. 
Probably the three leaders in this field 
are the Metropolitan, the Travelers and 
the Connecticut General. The Metro- 
politan reinsurance department within 
itself forms a good-sized company, in- 
asmuch as it has $200,000,000 of insur- 
ance in force with a premium income of 
$6,000,000 annually. The company 1s 
writing about $60,000,000 a year in new 
reinsurance business. Other companies 
which are doing quite a bit of reinsur- 


volume of 
carried on 
panies more 


A large 
of course 
basis. 
busi- 
five 
be- 


or 


ance business with special departments 
are the Lincoln National, American 
Life Reinsurance of Dallas, Tex., and 
the Reinsurance Life of Des Moines. 
The latter company writes reinsurance 
only. A new company has recently been 


organized with Lawrence M. Cathles as 
its head, which intends to ae rein- 
surance only. This company is to have 
headquarters in New York. It has not 
as yet started writing business. 


Equitable Has No Reinsurance 


While practically every company buys 
reinsurance and most of them will occa- 
sionally accept reinsurance business, 
there is at least one company which will 
do neither. It is the Equitable Life of 
New York, which since 1915 has neither 
taken or given any reinsurance. Because 
this company retains $300,000 as its 
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limit on a single life, its need for rein- 
surance is not great. If one of its agents 
desires to place a bigger policy than 
that he“may write the insurance in other 
companies himself. 

Canadian -companies have entered ex- 
tensively into the reinsurance field in 
the United States and write a consid- 
erable volume, presumably becanse they 
are not direct ‘competitors of the Ameri- 
can companies. 


Two Kinds of Agreements 


Practically all of the reinsurance busi- 


ness is done under a regular agreement 
with a ‘reinsuring company. There are 
two kinds of agreement, automatic or 
facultative. On the automatic basis the 
insuring company retains its full maxi- 
mum retention and is obliged to cede to 
the reinsuring company its excess in- 
surance up to a stated amount, which is 
generally 100 percent of the retention of 
the insuring company, and the reinsur- 
ing company is bound to accept this 
cession. 

On the facultative basis, the insuring 
company is not obligated to submit its 
excess insurance to the reinsuring com- 
pany, but may submit any case that it 
wishes and the reinsuring company 
passes on it just as it would any new 
risk. 

Each Plan Has Its Merits 

According to Mr. Torrey of the Met- 
ropolitan, each of these systems has its 
merits and due consideration should be 
given by companies entering into an 
agreement before one or the other sys- 
tem is decided upon. He says that if the 
insuring company has a_ considerable 
amount of reinsurance to place and has 
an experienced underwriting and medi- 
cal department, an automatic agreement 
is unquestionably the best. It enables 
the insuring company to issue a policy 
for a considerable amount’ without 
waiting to hear whether or not the risk 
is acceptable to the reinsuring company. 

On the other hand, in the case of a 
young company whose medical depart- 
ment is not so thoroughly experienced, 
and consequently has not learned that 
a risk must be looked at from the in- 
surance point of view, as one of a group 
and not as an individual from the point 
of view of the medical practitioner, a 
facultative agreement with a larger and 
more experienced company is unques- 
tionably the best. This is a protection 
to the smaller company because fre- 
quently where a large risk has been 
turned down by one of the older com- 
panies for good and sufficient reasons, 
the agent writing it will immediately 
see to place it among younger compa- 
nies. In going after reinsurance this 
fact will come to light and will save the 
younger company from getting on a bad 
risk heavily. 


Two Systems in Use 


Mr. Torrey said that there are two 
systems of reinsurance known as the 
“y early renew able term” system and the 
“coinsurance” system. Under the yearly 
‘renewable term plan the reinsurance is 
reduced each year as the reserve of the 
policy increases. The insuring company 
pays to the reinsurance company a non- 
participating yearly renewable term 
premium at the attained age of the in- 
sured for the amount at risk. The rates 
for this form of insurance are generally 
based on the 3% percent table with a 
small loading of from 5 to 10 percent 
and instead of the first year commis- 
sion, it is usual to provide in, the agree- 
ment that the first year’s reinsurance 
premium should be one-half of the regu- 
lar premium. There are no renewal 
commissions payable. 

On the coinsurance plan the reinsur- 
ing comnany duplicates exactly the cov- 
erage of the insuring company, and 
receives a pro rata of the premium re- 
ceived by the insuring company. The 
reinsurance company pays first-vear and 
renewal commissions at the rate paid 
by the insuring company. The reinsur- 
in& company also allows surrender val- 
ues and dividends at the rate of the 
insuring company. 

Factors in Choosing Plan 


As to which of these svstems is pref- 
erable to the company placing the rein- 











PROMINENT FIGURES IN THE BIG 
CHICAGO LIFE MEN’S CONVENTION 





president of the National Asso- 

ciation of Life Underwriters and 
home office general agent of the Minne- 
sota Mutual, began his business life as 
a banker in western Minnesota. He be- 
came interested in the life insurance 
business as a part time man. In con- 
nection with his work as a banker he 
found opportunities to solicit life in- 
surance. After operating as a banker- 
agent for seven months he started to 
give up banking altogether to devote 
himself entirely to life insurance. He 
saw big possibilities in the business and 
decided to become a life insurance spe- 
cialist. He left his home town and went 
to St Paul to become an agent for the 
Minnesota Mutual. That was 15 years 
ago, and Mr. Eliason has been with the 
Minnesota Mutual ever since. It is in- 
teresting to note that he has had but one 
company affiliation throughout his life 
insurance career. At the present time 
he is at the head of an agency that pro- 
duces $750,000 a month in business. In 
spite of the fact that Mr. Eliason has 
been compelled to devote most of his 
time to the affairs of the National asso- 
ciation, his agency is nevertheless show- 
ing an increase in production for the 
year. 


A O. ELIASON, of St. Paul, Minn., 
a 


* * 

J. M. Bloodworth of St. Louis, Mo., 
who is manager there for the Fidelity 
Mutual Life, got into the life insurance 
business 20 years ago. He gave up his 
position as a traveling shoe salesman at 
the earnest solicitation of his wife who 
wanted him to get off the road. Mr. 
Bloodworth had always been a firm be- 
liever in life insurance and decided that 
the field of life insurance selling would 
ofier a splendid inducement to him. He 
felt that there would be great possibili- 
ties in the business and inasmuch as his 
action was being guided by himself 
alone he probably had a bigger vision 
of what could be accomplished than the 
average man starting in this field. Mr. 
Bloodworth, however, did not fully 
awaken to the possibilities from the 
standpoint of earning money until he 
had been in the business long enough 
to appreciate what a renewal interest 
meant. He believed that in selling life 
insurance properly it put him in a posi- 
tion where he could render a large serv- 
ice to his fellow men. This belief has 
grown stronger with him each year. He 
entered the business through the rate 
book route. As Mr. Bloodworth looks 
back over his career he finds one great 
satisfaction, that being the men that he 
has brought into the business from 
other lines, who are now successiul gen- 
eral agents or producers. Mr. Blood- 
worth has about 10 agents. He has 
served as president of the St. Louis as- 


sociation of Life Underwriters twice, 
once in 1914 and again in 1922. He has 
devoted much time to the St. Louis 


Chamber of Commerce, the Advertising 
Club and other organizations. 


Roy H. Heartman “ol Des Moines, 
agency manager of the Equitable Life 
of New York for Iowa, is vice-president 


National Association of Life 
Underwriters. He entered the insurance 
business in June, 1903, because he 
needed a job. The general agent of one 
of the large eastern companies got in 
touch with him and offered him an ad- 
vance of $15 a week. Mr. Heartman was 
then 21 years of age and knew nothing 
about the insurance business. We wrote 
enough, however, to hold on until the 
big insurance investigation in 1905 and 
then he went into the electrical busi- 
ness. However, he had had a taste of 
blood in life insurance and liked it. He 
reentered the business in July, 1910. 
Mr. Heartman did net get the real vision 
of life insurance until seven years ago. 
Then the veil was lifted and he saw the 
great possibilities in a career of this 
kind. His agency paid for $8,506,000 in 
1922, and will pay for more than $9,- 
000,000 this year. He has 63 whole time 
men under contract and 93 part time 
men in Iowa and Rock Island county, 
Ill. He has been a member of the ex- 
ecutive committee of the National asso- 
ciation for two years. He assumed the 
management of the Iowa agency Jan. 1, 
1918. The paid-for business in 1917 was 
$2,117,000. Mr. Heartman 
before a number of sales congresses 
ing the year. 


of the 


dur- 


* * ** 


Orville Thorp of Dallas, Tex., is a 
former president of the National Asso- 
ciation of Life Underwriters. He is 
Texas manager of the Kansas City Life. 
While teaching school in 1903 he was 
approached by an agent who sold him a 
policy. This man painted a_ beautiful 
picture of life insurance and the busi- 
ness of soliciting life insurance. Mr. 
Thorp realized that this agent was a 
good salesman. He was creative. He 
did his job well. He sold Mr. Thorp so 
thoroughly that the latter became inter- 
ested in the life insurance business. At 
the close of the school year he made a 
contract with the Kansas City Life and 
has always been connected with that 
company since. 

Mr. Thorp was on the firing line so- 
liciting actively and getting his toes 
well in the ground when he began to 
appreciate the great possibilities that 
were before him. He has been striving 
from that day on to improve his oppor- 
tunity and equip himself for a bigger 
and better service. He started as a 
solicitor Aug. 1903 and on May 15, 1905 
he was made Texas general manager for 
his company. 

Mr. Thorp’s agency now has $63.000,- 
000 insurance in force and has 410 
agents under contract. Mr. Thorp was 
vice-president of the National Associa- 
tion of Life Underwriters and then 
president. At the present time he is a 
member of the board of trustees and of 
the executive committee. Mr. Thorp 
has the faculty of inspiring men. He 
is one of the finest analysts in the. busi- 
ness. The arguments he presents for 
life insurance are invincible. His 
speeches at sales congresses when he 
was national president and at other 
gatherings of life salesmen have fur- 
nished inspiration to agents everywhere. 
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surance there are two factors which 
usually decide, first, the size of the in- 
surance company and, second, the inter- 
est rate which it earns on its investments. 
The mediuni-sized and big companies 
almost invariably prefer to place their 
excess business under a coinsurance 
agreement. The smaller companies on 
the other hand prefer the yearly renew- 
able term plan, as such an agreement 
enables them to build up their assets 
through retaining the entire reserve 
Where the company issuing the policy 
has a high average interest rate the 
excess interest earned on the reserve 
held on the amount reinsured will in a 
few years tend to compensate for the 
loss of the mortality profits on the por- 





tion of the risk reinsured. There are, 
of course, other features which entér 
into the question, but the two mentioned 
are apparently, says Mr. Torrey, the de- 
ciding factors in the minds of the execu- 
tives of the smaller companies and out- 
weigh any other pros and cons and 
actuarial tables of comparative costs. 


Effect of New York Law 


It has been said that one reason that 
the Equitable Life of New York stopped 
taking reinsurance was on account of 
the law of New York state which limits 
the amount of new business which a 
company may write. The Equitable has 
been ‘reaching its limits every year and 

(CONTINUED ON PAGE 20) 
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RHODES IS APPOINTED 





MADE BERKSHIRE OFFICIAL 





General Agent of Company at New § An 
York City Becomes Vice- 
President 
Frederic H. Rhodes, who has been 
general agent of the Berkshire Life at § HA 


New York City, has been appointed vice- 
president of the company and will take 

up his new duties Oct. 1. He will be @ w. 
assigned the management of the agency ‘ 
department. He will handle the work . 
which was formerly under the supervi- 

sion of the late Winfield S. Weld, super- 
intendent of agents. 


Sketch of Career Th 

Mr. Rhodes has been with the Berk. >!" 
shire Life for over 30 years. He began anu 
with English & Furey, the company’s J day, 
general agents at Pittsburgh, in 1892 % week 
as an office boy. He served in various. , , 
capacities with the agency, and was fed { 
finally made office manager. In 1919 §§ ™ore 
he was appointed general agent of the [Mj five o 
company at New York. year 
Splendid Qualities large: 

Mr. Rhodes has made a signal success that 
of everything he has undertaken. The § Curti 
official family of the Berkshire will be at the 
greatly strengthened by the addition of Ag 
his name. He is a man full of enthu- § Wilm 
Siasm, possesses marked ability, and §} Moor 
under his management the agency de- § presid 
partment will undoubtedly develop sub- preset 


stantially. Mr. Rhodes has a family of BN. Jt 

































five children, two of whom are twin Alaba: 
boys. addres 
NORTH AMERICAN’S OUTING On 
a tribute 
Number of Home Office Men Wil officer: 
Accompany the Club Georgi 
Seem memb« 
1910 e 

of th 
Plans have been completed by_ the soates 
North American Life of Chicago for 2B Winte: 
trip to the east, Aug. 8-15, for agentsBM liams, ' 
who have written $100,000. ‘The deleg- BBL. Mo 
tion will leave Chicago on a special trait Hines | 
Aug. 8 for New York City. A moto were ¢ 
tour of the city has been arranged for three a 
Friday. On Friday evening they wil Thedio 

leave for Norfolk. From Norfolk they BM bert 

will go to Ocean View, Va., where the n 
club meetings will be held. A trip wil W FE 
be made to Old Point Comfort and thi. "': E 
United States naval base at Hamptot ing as 
Roads. Washington is next on the iti: oe 
erary. The delegation will visit all o Wi sub 
the more important points of interest a 
there. They will return from Washing: cre 


ton to Chicago. 

There will be three business meeting 
at which company officials, officers # 
the $200,000 Club and members of tie 
delegation will talk. Insignia will b 
awarded and there will be a presentatio 
of the North American cup to the “Ohi 
Society.” It is expected that about # 
agents will make the trip. Of this nut 
ber approximately two-thirds are from 
the west. } 

The figures show that S. H. Cornel 
will be president, Wilbur Blue first vice 


cussed 

‘Buildin 
the sub 
Rnd “Oj 
Prospect 
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were gin 
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president, and W. Guyton secon! Entert; 
vice-president of the $200,000 Club. Ti lub ine’ 
following officials from the home oftirames, a 
will make the trip: J. H. McNamara, gParks an, 
S. Ashbrook, W. P. Kent, T. E. Roone! . 






Dr. C. B. Irwin and Paul McNamara. 













Life Salesman’s Body Recovered 


After davs of ceaseless search, oF 
body of Henry Castenholz, sales are 
for the Bankers Life at Milwaukee. 
was drowned July 29 in Big Cedar Lakt 
near West Bend, Wis., the body ™ 
recovered by Capt. Boutin. Mr. Caste? 
holz was one of a party of six throws 
into the water when a boat overturngé 
Mr. Castenholz, an excellent product 
was attached to the Milwaukee office ® 
the company, under A. H. Frazi’ 
agency manager. 
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SOUTHERN STATES LIFE 
AGENTS IN CONVENTION 


Anniversary Club of Star Pro- 
ducers Met at Cincinnati 
This Week 


HAD SPECIAL INSTRUCTION 





W. E. Bilheimer of St. Louis Led Sell- 


ing Classes—J. W. Vinson Named 
President of Club 


The Anniversary Club of the Southern 
States Life of Atlanta held its sixteenth 
annual convention in Cincinnati Mon- 

y, Tuesday and Wednesday of this 
week, Salesmen of the company quali- 
fed for this club by writing $100,000 or 
more in the year ending June 30. Forty- 
five of the 49 members who qualified this 
present in Cincinnati. The 
largest general agency of the companp, 
that in Florida, under the direction of 
Curtis M. Lowe, had ten representatives 
at the convention. 

Agency Manager Wilfred S. McLeod, 
Wilmer L. Moore, president, Robert F. 
Moore, secretary, W. R. Halliday, vice- 
president and actuary are the officials 
present from the home office. Frank 
N. Julian, insurance commissioner of 
Alabama, met with the agents and also 
addressed the convention. 


Vinson Heads Club 


On Monday, Robert F. Moore dis- 
tributed the prizes and announced the 
officers of the club. Joe W. Vinson, of 
Georgia, is president. He has been a 
member of the club continuously since 
1910 except for one year. Other officers 
of the club who qualify by leading the 
producers in their state are Charles E. 
Winters of Alabama, Gearry W. Wil- 
liams, T. W. Arline for Florida, Wilmer 
L. Moore, Jr., for Georgia and Fred 
Hines for South Carolina. Special prizes 
were given to J. F. Collins who wrote 
three applications a week for 13 weeks. 
Thedford Turner and Rev. W. R. Lam- 
bert. 

Bilheimer Is Leader 


_W.E. Bilheimer, of St. Louis, is act- 
mg as a special instructor at the con- 
vention. “The Banker as an Ally” was 
the subject of the talk by Gearry W. 
Williams; “The Law of Averages as 
~~ to Interviews” was handled by 
Winter; “Team Work” was dis- 
a by T. W. Arline of Florida; 
ellding a City General Agency” was 
the subject of Wilmer L. Moore, Jr., 
end “Old Policyholders as a Field for 
Prospects” was the theme of Fred 
Hines of South Carolina. These talks 
vere given on Monday. On Tuesday 
Curtis M. Lowe, told about the Florida 
eeneral agency which is the largest of 
te company, and on Wednesday the 
on) was given over to round table dis- 
ss10Nns, 

Entertainment for the members of the 
lub included attendance on _ baseball 
ames, a visit to Cincinnati’s amusement 
arks and a boat ride to Coney Island. 


Bilheimer’s Selling Talk 











The use of three special metlods 
~yh increase any man’s production at 
+ one-fourth according to W. E. 
aeimer. One of these three methods 
oP — only the amount of the policy 
te - eneficiary on the application 
“rf le doctor’s examination. Then 
he —e. have the doctor examine 
as nahn cave. Sell life insurance and 
tg n business to your company 
cade = ‘ 1oroughly so that he will be 
: —_, special favors for you such 
b taking’ at once to see a prospect who 
a wets out life insurance so that you 
ecessary, in the prospect’s own home if 

in order to be on hand di- 











| JUNE RECORD WAS LOW 


METROPOLITAN LIFE FIGURES 


Mortality for June Among the Policy- 
holders in Industrial Department 
was Below Average 


The Metropolitan Life statistical bul- 
letin gives some interesting information 
regarding mortality records in June. It 
Says: 

“The death rate of the industrial 
policyholders for June (8.7 per 1,000) is 
the lowest ever recorded for that month 
among this important group of the popu- 
lation. As compared with the mortality 
for June, 1922, there was a decline of 
3.6 percent; the fall from the May, 1923, 
rate was 7.1 percent. The June health 
record is favorable in almost every re- 
spect. With the single exception of 
pneumonia, all of the diseases of pri- 
mary numerical importance registered 
lower death rates than for June of last 
vear; and with the exception of cancer, 
declines from the May, 1923, rates were 
also recorded. The May and June can- 
cer figures were identical. The June 
tuberculosis rate (119.3 per 100,000) was 
10.1 per cent below that of June, 1922. 
The mortality from puerperal diseases 
continues to improve; the drop from 
the June rate of 1922 amounted to 14.2 
percent. The accident death rate in 
June, for the first time in 1923, was 
lower than for the corresponding month 
of 1922. Automobile fatalities registered 
more deaths than during June of last 
year, and increased materially over the 
record for May, 1923.” 


aie after i doctor’s examination. 
Just after the doctor has come out, after 
having made his medical examination 
which is likely to create a profound im- 
pression upon the prospect, you ask the 
doctor whether or not this man in view 
of his family history and physical con- 
dition could be written for $2,000 more. 
And then ask the doctor again whether 
he might be written for more than that. 
Congratulate the man upon his fitness 
and ability to pass a life insurance ex- 
amination and urge him to take out the 
additional insurance at once without an- 
other examination, One out of four will 
take an increase. 

Where a company allows additional 
policies to be written within 60 days 
after a medical examination without an- 
other examination, make at least two 
calls in the effort to sell additional in- 
surance on the plea that there is no 
necessity of undergoing another phys- 
ical examination and now the prospect 
can get the insurance. One out of four 
should be sold more insurance on these 
return calls. 

Then finally take along an additional 
policy or policies when making delivery 
of the policy sold. If necessary pay the 
company the cost of preparing this 
policy for you. It will pay in the long 
run. Try to make the udditional policy 
as appealing as possible to the prospect 
to fit some particular need which you 
know he would like to take care of. Re- 
tain the original check which he gave 
you and show him that it has not been 
cashed. Tear up this check in front of 
him and produce a check for a larger 
amount to cover the additional policy. 
ready for him to sign and ask him if 
he desires that this check also be torn 
up. Of course it is assumed that the 
salesman will have the salesmanship 
and the “guts” to handle this situation. 
At least one out of four will take the ad- 
ditional policy and there is little danger 
that the policy originally sold will not 
be paid for. 


Security L. & T. Change 

An increase in capital stock from 
$150,000 to $500.000 will be made bv the 
Security Life & Trust of Greensboro, 
N. C., and the home office will be moved 
to Winston-Salem. The additional cap- 
ital will be provided by Winston-Salem 
interests. 


INSU R: ANCE 








EDITION 

LAUNCH EQUITY LIFE 
ARKANSAS HAS NEW COMPANY 
Legal Reserve Mutual Is Well Officered, 


C. E. Lowry Being President, Pettie 
and McClurg Assisting 





LITTLE ROCK, ARK., Aug. 7. 
Arkansas has another old line legal re- 
serve insurance company, the National 
Equity Life of Little Rock having been 
granted a license to operate in this state. 
It will operate on a mutual basis. This 
new company has opened offices in the 
new Hall building, which is just being 
completed on Capitol avenue and Lou- 
isiana street. 

The company will be offic ered by men 
of wide experience in the insurance and 
other lines of business. C. E. Lowry 
has spent his entire business life in the 
insurance business, it is stated. His pre- 
vious connections have given him a wide 
acquaintance among insurance men 
throughout the country. He is a former 
Omaha man. 


Strong Official Staff 


7. G. Pettie, who will serve as vice- 
president, is a man very well known 
throughout the state and perhaps has 


done more than any other man to ad- 
vance the interests of Arkansas both 
locally and nationally. At the present 


time he is vice-president of the England 
National Bank, one of the large banks 
of this city. He is also president of the 
Arkansas Advancement League, a league 
that is doing much for the state of 
Arkansas. He is also president of the 
Arkansas Power Corporation, a concern 
that is working for the greater de velop- 


ment of Arkansas water power. At the 
present time Mr. Pettie is being very 
strongly boosted for the next governor 
of the state. 


D. R. McClurg, who has been ap- 
pointed secretary and treasurer, ranks 
high in his profession, he having studied 
and received his actuarial training at the 
University of Michigan. His practical 
experience includes serving actuary 
and adviser to both insurance compa- 
nies and insurance departments. He was 
formerly examiner in the Nebraska de- 
partment and since the first of the year 
has been associated with W. B. Young, 
consulting actuary at Omaha. 

A. Conaway, general agent and 
general counsel, an attorney whose 
previous practice of some 14 years has 
been closely allied with the insurance 
business, as he has served in the capac- 
ity of counsel for Many insurance com- 
panies. Dr. W. R. Richardson, a local 
physician and surgeon, has been ap- 
pointed medical director. 


as 


is 


COME FROM THE SOUTHWEST 
Illinois Life Announces Names 
Officers of Its $100,000 Club 

for Present Year 


of 


The Illinois Life announces the officers 
of its $100,000 Club for the year ending 
Aug. 1. Last year all four of the com- 
petitive club offices were held by mem- 
bers of the southwestern department 
whose headquarters are at Kansas City, 
presided over by W. B. and Roger 
Davis. This year the first three com- 
petitive officers go to this same depart- 


ment. I. A. McBride of Missouri is 
president, W. A. Bachman of Kansas 
first vice-president, H. F. King of 


Kansas second vice-president and G, A. 
Leist of Indiana is third vice-president. 
Mr. McBride was second vice-president 
last year. Therefore he becomes presi- 
dent this year by leading the entire 
agency organization in personal produc- 
tion. It is interesting in another point 
to note these officers. Two of them 
come from Kansas, a state producing 
chiefly so-called farm business. It has 
beene stated that the farmers have been 
harder hit than those of any other occu- 





MISSOURI STATE’S PLAN 
IS FULLY EXPLAINED 


Vice-President Lawrence Replies 
to Complaint by Cleveland 
Life Underwriters 


TELLS ITS AGENCY POLICY 


Says Company is not Trying to Attract 
Men From the Ranks of 
Competitors 
As- 


some 


The Cleveland Life Underwriters 
sociation taken 
of the advertising of the Missouri State 
Life. At a recent meeting of the board 
of directors of the 
tary Clinton F. Criswell was asked to 
take the matter up the company. 
The following letter was sent to Presi- 
dent M. E. Singleton: 


At the direction of the 
tors of Cleveland Life 


has exception to 


organization, Secre- 


with 


board of direc- 
Underwriters, 





LAWRENCE 
Vice-President Missouri State Life 


THOMAS F, 


Inc., you advised 
follows: 

That inasmuch as numbers of our 
membership, consisting of general agents 
and agents of practically every legal 
reserve company operating in Cleveland 
are, from time to time in receipt of in- 
vitations to place with your company 
business, with liberal first and renewal 
commissions, without respect to volume, 
and additional inducements or advan- 
tages of club membership, and; 

As your local manager, E. B. 
man, a member of our association, 
that he is not in sympathy with 
advertising or invitations, and 
we are earnestly of the opinion 
such advertising and invitations 
to disturb the organization of 
other companies, placing life insurance 
in general in disrepute, and creating an 
ill-feeling toward your conipany, we 


are respectfully as 


Thur- 
states 
such 


As 
that 
tend 


write to request as follows 
That such advertising and invitations 
shall not be forwarded to residents of 


Cuyahoga county, 
Cleveland is the principal city. 

We respectfully ask your consideration 
the foregoing as being for the good 
of our great business, and assure you 
in advance of our appreciation of any 
attention accorded this communication 
and of any reply that you may deem 
proper, 


Ohio, of which county 


of 


Thomas F. 


Vice-President Thomas F. La 
sent the subjoined reply: 


Lawrence's Reply 


wrence 


It is unfortunate that you make such 
a grave misstatement in your letter as 
to state that E. B. Thurman, our Cleve- 
land manager, is not in sympathy with 
our agency methods It seems difficult 
for us to believe that this statement 
could have been made through ignorance, 
as the writer well knows that Mr. Thur- 





pation. Yet out of Kansas come two i 
men as the chief officers of this club. 





man has repeatedly expressed himself to 
numerous prominent members of your 
association as being enthusiastically in 
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Mohammed asked 


Two Questions 


OHAMMED had a Iot of weird stories to tell, 

of course. But he had just as many good bits of 
philosophy to offer. Incidentally, the Prophet was a 
beautiful fighter. Now and then, when he encoun- 
tered a community not inclined to listen to his lectures 
or sermons he drew his scimitar and gently but firmly 
removed the heads of all the male residents. 


Naturally, therefore, it wasn’t long before he was 
feared and, consequently, soon afterwards, generally 
believed. While on the march he dictated the Koran, 
which has since had so large a part in Islam civilization. 


One night under the desert moon he gave utterance 
to this thought— 


“When a man dies they who survive him ask 
what property he has left behind him. The angel 
who bends over him asks what good deed he has 
sent before him.” 


The man who carries life insurance has answered 
both of Mohammed’s questions. He has provided an 
estate and has sent before him the best of all deeds. 


=) The Prudential 


5 Insurance Company of America 
EDWARD D. DUFFIELD, President 
Home Office, Newark, N. J. 














ss CONSERVATION OF BUSINESS 

e are reinstating, revamping and cleaning up indebted policies for a number of Life Companies, 
thus standard conserving the business, easing it ing lapses, keeping 
the policyholders satisfied, and at practically no expense to = Gemeente. a = 





ur references cover eighteen years of satisfactory service, and we respectfully solicit your patrongge. 
THE OTiS HANN COMPANY, Inc. 
10 So. LaSalle St. Ghicago, 





accord with this company’s 
policy in every respect. 

We can well understand that some sel- 
fish company officers and general agents 


agency 


who are trying to obtain business 
through sub-agents at a low cost by 
making forfeitable renewal contracts 


might object to our agency methods; but 
it is hard for us to believe that the 
members of the Cleveland Life Under- 
writers, Inc.—that is, the men who 
carry the ratebook and write the busi- 
ness, and therefore really build our 
companies—would object to a program 
which has for its object: first, an en- 
deavor to write some kind of policy at 
some rate on every applicant morally fit: 
and, second, to consider from agents of 
other companies applications that their 
own companies will not consider, and at 
the same time to give those agents of 
other companies on such business as is 
approved and on which policies are is- 
sued by this company and placed an ab- 
solutely square deal in the way of 
liberal first-year commissions and guar- 
anteed non-forfeitable renewals. 


Entitled to Credit 


We believe we have taken a long step 
forward in the interest of both the in- 
suring public and the insurance agents, 
and that we are entitled to credit and 
not condemnation for what we have 
done and are doing... We have noted that 
since this company started on its agency 


program many other companies have 
liberalized their selection rules and ac- 
cepted substandard business (in most 


cases from their own agents only) and 
that some companies have eliminated the 
clauses in their agency contracts that 
forfeited agents’ renewals. 

We cannot believe that the members 
of the Cleveland Life Underwriters think 
that any agency or any company or any 
organization of agents is bigger than 
the institution of Life Insurance, and 
that the interest of any agent or agents 
or any organization of agents should be 
considered more important than extend- 
ing the benefits of life insurance protec- 
tion to as many people as possible; but 
it seems to us that that is exactly the 
position you are taking when you ask 
us to discontinue our practice of telling 
agents of other companies that we will 
handle for them business that their own 
companies will not handle—and that is 
all we have done. 


May Offend Some 


It is probably quite true that our 
program is not attractive to some gen- 
eral agents who are making their money 
out of forfeitures of their sub-agents’ 
renewals or whose companies are follow- 
ing the old-fashioned idea of tight under- 
writing. accepting only the cream of the 
physical risks and telling the man who 
has some slight physical impairment, and 
therefore needs insurance the most, and 
whose family needs protection the most, 
to go without it. But with that we are 
not concerned, 

Our circularizing and advertising are 
honestly what they claim to be—an at- 
tempt to serve all insurance agents on 
such business as their own companies 
will not handle. In all of our advertise- 
ments and literature we urge agents of 
other companies to give their own com- 
panies their loyal service and all the 
business that their own companies will 
handle. 

Not a Baseball Trust 


It may be that in some cases men are 
attracted by greater opportunities with 
this company, but this is not the only 
company which may have attracted men 
from other companies—pracically every 
company has. Is it unethical for a man 
to change from one company to another? 
Was it unethical for the president of the 
Cleveland Life Underwriters a year or 
two ago to change his connection from 
one company to another? Surely the 
Cleveland Life Underwriters do not want 
to take the position that life insurance 
companies are operating like baseball 
trusts and that the agents are owned 
body and soul by their general agents 
and their companies. As far as this 
company is concerned, we only want 


they feel that it is the best company on) 
earth for them to represent, and if at 
any time they feel they can do better 
with any other company we are glad to 
have them go and wish them success. 
We are very sorry we cannot comply 
with the request of the Cleveland Life 
Underwriters. 


a 





Starts Training School 


W. G. Eshleman, recently appointed 
general agent in Michigan for the 
American National Life of Galveston, 
has rented a large space in the Murphy 
building, Detroit, to start a training 
school for life insurance agents. 





Illinois Life Meeting 


The members of the $100,000 Club of 
the Illinois Life will be in Chicago Aug. 
27 and will spend the day at the com- 
pany’s home office in business session. 
Late that afternoon the members will 











our men to remain with us as long as‘% 


FINAL DRAFT 





BIG CONVENTION 


tion Will Hold Its Annual Meeting 
in Montreal This Month 





The final draft of the program of the 
Life Underwriters Association of Cap- 
ada, to be given at the convention at 
Mount Royal Hotel, Montreal, Aug. 29. 
31, has been made. The following is the 
program: 

Wednesday, August 29 
Morning Session 


Address of Welcome—Mayor Mederic 
Martin. 

E. Stuart Taylor—President, 
Association. 

T. J. Parkes—President, Quebec Proy- 
ince Association, 

Presidential Address—A. E. Lawson. 

Address—“Our Greatest Asset,” Frank. 


Montreal 


lin W. Ganse, Manager Home Offic! 
Agency, Columbian National Life, Bos. 
ton, Mass. 

Singing. 


Sales Demonstration (in French)—Guy 
Carreau, Montreal. 


Afternoon Session 


Greetings—Life Officers Association 
A. B. Wood, President. 
Keeping Supplied With Prospects. 1. In 
rural districts, Andrew MacBeth, Regina 





IS MADE 
IN CANADA 


Dominion Life Underwriters Associa. 


3m Au 




































take a special train for Quebec on their 
annual outing. 











2. In urban districts. (a) Domesti 
(b) Business. 
Discussion. , 
Singing. presid 
How to Handle Prospect List—H. W persor 
Manning, Toronto. St. Le 
Discussion. @ den, | 
Appointment of Nominating Committes]§ vice-p; 
Adjournment, is con 
Boat Trip and special entertainmen in Ch 
features arranged by the Montreal Asso- E | 
ciation 5 p, m. to 10 p. m. m varne:s 
i fourth 
Thursday, August 30 develo, 
Morning Session and ha 
Singing. e w: 
Making Policies Fit — Franklin wi dent o} 
Ganse, Boston. 
Singing. well kt 
Monthly Income Insurance or Protec} 
tion that Protects—E. J. L’'Esperanc 
Montreal. ( 
General Discussion. Prol 
Demonstration of a Sale. Aree 
Prospect feeling he has enough insur or Cing 
ance and the canvass conducted alony decisior 
the lines of program and income insur tion of 
ance—John MacKinnon, St. John, N. B. 9% fixing t 
Election of Officers. case h: 
Afternoon Session for ma: 
Sectional Meetings. 4 widespr 
Section 1—In French, : - arosi 
Comme Vendre plus d’Assurance—Louigg %y the 
Bouvier. B® Presider 
Ce que nous devons a nos assures—‘9@ being g 
R. Beaudet. ; figure y 
La Sollicitation de  1’Assurance-V) mission 
dans la Province de Quebec, est-ell liquids : 
actuellement une .profession? Jos. * ati 
Chenard. court hi 
Section 2—In English. liquidati 
Singing. Value wi 
How an Agent Can Increase His I $48 has 
come. (a) What the Agency Can Do" tax purp 
Assist the Agent—J. A. Birmingha®™ 
Vancouver, B. C. (b) What the Age® 
Can Do to Assist the Agency—Wm, Ma! I 
Jr., Toronto. The 
Discussion. Presiden 
Evening Session following 
Annual Banquet of the Association "ual mee 
(Complete announcement of speake"y Vention 
will be made later.) Des Mo 
Friday, August 31 President 
Morning Session yeccticl 
Singing. Mutual | 
Address—Life Insurance and Estaté® Moore, ’ 
Liet.-Col. I. P. Rexford, General Manat] Life. 
Crown Trust Company, Montreal. ; 
Singing. J 
French Address, M. Beaudry Lem An 
General Manager, La Banque The A 
Hochelaga, Montreal. pM has jee. 
Business Insurance, J. Beverley B® she — 
inson, Duncan Robinson, Toronto. rtaan, 5 
Unfinished business. +, * Capit 
ft Session *1,428.529 
é . ’ 
iii Afternoon Ses prlievholk 
Address—Mental Attitude—Mansvt "@ eo 
Oaks, Indianapolis. aoe gain, 
Singing. a Me for | 
Address—James C. Tory, General Mi" 430, The 
ager of Agencies, Sun Life, Montreal. and does | 
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Korrady Is President 
ANADA 





Karl B. Korrady, Chicago branch 
manager of the Missouri State Lif, be- 
comes president of the Quarter Million 
Dollar Club of the Company he being 
the leading producer and therefore earn- 
ing that position by merit. The vice- 
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KARL B. KORRADY 


president is Robert C. Newman, the big 
personal producer at the head office in 
St. Louis. H. C. Lorick and H. C. Vai- 
den, both of Augusta, Ga., are second 
vice-presidents. James A. Walsh, who 
is connected with Mr. Korrady’s office 
in Chicago is third vice-president and 
Earnest B. Finch of Newark, N. J., is 
fourth vice-president. Mr. Korrady has 
developed a large agency in Chicago 
© and has also kept in the producing ranks. 
_ _@@ He was formerly assistant superinten- 
nklin Wi dent of agents of the Illinois Life and is 
well known to the insurance fraternity. 


st—H. W 


‘committee 


rtainmeny® 
real Ass0- 


Pa 


or Protec: — 
esperanct ™ 
Court Sets Stock Valuation 


Probate Judge William H. Lueders 
ich insure Cincinnati last week handed down a 
ted along decision on the case involving the valua- 
me insurgg tion of stock of the Union Central Life, 
in, N. B } xing the valuation at $48 a share. This 
case has been in process of litigation 








lor many months and has been given 

widespread publicity at various times. 

t arose over the filing of tax returns 

nce—Loulgg by the estate of Jesse R. Clark, late 

B® President of the company, the stock 

ssures—\@™ being appraised at $25 a share. This 

ance-¥i ‘gure was not accepted by the tax com- 

eo? mission, $60 being claimed as_ the 

"Jos. 1 liquidation value of each share. The 

court has held, however, that although 

liquidation value may be $60, market 

value would not be that high, and thus 

se His IMM§ $48 has been set as a fair valuation for 
Can Dot tax purposes. 


rmingha® 
the Age? P 
Wm, Mas Delegates Are Appointed 


The Association of Life Insurance 

Presidents will be represented by the 
ollowing-named committee at the an- 

ssociatioogfm "Ual meeting of the American Life Con- 
speake"™y vention to be held on October 17, at 
€s Moines, Ia: Walton L. Crocker, 

President, John Hancock Mutual Life; 
Meenck,_L. Allen, general solicitor, 

“utual Life of New York, and C. I. D. 


| Estate“ Moore, vice-president, Pacific Mutual 
1] Manage lle, 
oal. = 
ry Lema American National Figures 
Banque "§ ! : — 

meee American National of Galveston 


erley ROME issued its semi-annual statement 
nto. 805. ene, assets, $1 5,630,429: gain, $1,333,- 
$1 ‘eenital stock, $1,000.000; net surplus, 
Dolic 0; assigned surplus, $275,720: 

icyholders surplus, $2,704,249: gain, 
499.2) MMSurance in force, $200,072,- 

“> &ain, $18.614,703. The premium in- 
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Selling From The Heart 








e. 
RoserT H. BEARD 


INSURANCE -ANY KIND - ANY WHERE 
PHONES: HARRISON: 0670-067!-0672- 8104 


> (>, 
ox C hicaqo 2OOMS 613-615 INSURANCE EXCHANGE 


17S JACKSON BLVD 


June 19th, 1923 


Dr. E. Ge Simmons, Vice-President & General Manager, 
Pan American Life Insurance Company, 
New Orleans, U.S.A. 


Dear Doctor Simmons: 


On behalf of our Organization, 
please accept our thanks for a wonderful Convention. 
To my mind it was a success from every angle. 


In Chicago, unfortunately, Agents 
do not get as close to Company Officials as they do 
in the Country. There is more of a coldness that no 
one likes. To know the social side of Officials of a 
Company for whom we sell insurance is a privilege. It 
puts us in a position where we can sell from our heart 
as well as our mind. It helps an Agent to get the right 
attitude in his dealings with his Company. 


I want to again assure you that we 
have a sincere personal interest in the welfare of the 
Pan-American, and this Agency is going to be a real 
asset to the Company. 


Thanking you and the other Officers 
again for theentertainment and courtesies extended, I 
am 





Cordially 
BEARD INS 


REB: CW 





We have a few General Agency Openings. Our contracts are liberal 


Address 
E. G. SIMMONS, Vice-President and General Manager 


AN-AMERICAN LIFE INSURANCE CO. 


NEW ORLEANS, U.S. A. 
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The Company 
Behind the Policy 


The exceptionally low premium rates 
for which Great-West Life policies 
are notable, are based on sound prin- 
ciples—careful investment—favorable 
mortality—low expense rate. 


Openings for Field Men 


Capable, aggressive men will find 
unusual opportunity for success as 
field representatives of this company. 


THE GREAT-WEST LIFE ASSURANCE CO. 





WINNIPEG CANADA 
T. MILTON TAYLOR 
Manager for Illinois 
CHICAGO 























34 Nassau Street, New York 


Mutual Life 1923 Dividends 


The Mutual Life Insurance Company of New York was the first American legal 
reserve life insurance company to pay cash dividends. For more than seventy-five years 
it has consistently made dividend returns to policyholders, and, except for an occasional 
slight decrease in schedule, has maintained an upward trend in its returns. 

In 1922 the Company paid in dividends to policyholders $30,046,105. 


Its dividend scale for 1923 was increased from 7 to 10% (according to plan and age), 
and i+ has set aside for 1923 dividends to policyholders $32,832,839, equalling about 4% 
of the amount of 1922 premium receipts. 


For terms to producing Agents address 


The Mutual Life Insurance Company 


of New York 




















































THE OHIO NATIONAL LIFE 
INSURANCE COMPANY 


“‘The Company With the Big Surplus”’ 





For Information Address the 
Home Office at Cincinnati 














LIFE COMPANIES SEMI- 


Mans, TG ccs ciceeccceceses $ 13, oot ass $ 1,710,300 $ 1,716,152 §$ 
Connecticut Mutual .............. 106,236,560  — ...... 10,466,339 
COOOOTREITS EAEO secccccccccesecs 561,398 534,514 
Equitable Life, of N. Y¥ 98,362,006 87,360,466 7 
i EEE cevceeoeves 1,458, 664 2,623,668 
Manhattan Life ..... 9,232 1,621,518 1,67 
Maryland Assurance .. 7 143,572 
Michigan Mutual ...... 1,117. 566 1,798,401 1, 350, 
Massachusetts Mutual ............ 171,997,963 8,049,852 22,560,252 
National Life Association......... ane? = 8=FS—«éitn nh 757,243 

North Carolina Mutual............ 1,703,887 120,378 839,493 
Meewrtty Ease & TUS... ccccvccsccces 392,361 167256 132,021 
Southern States ...ccscccccccccese 5,021,324 300,437 $20,919 
DOE DED csccnnaneceescensese 2,222,990 205,837 586,894 

State Life of Indiana............. 29,834,318 2,000,000 3,722,097 

Se EN veces cceccesecvsnee 182,487,845 10,905,695 23,314,659 1 





ANNUAL STATEMENTS 





-(As Filed With the Governor of Georgia) —— 
Assets Surplus Income Disb’m 











IS NOW ORGANIZING CHICAGO 





Farmers National Life Is Securing Busi- 
ness in Its Home City Through 
Campbell & Reis 





The agency of Campbell & Reis, 
which has been doing business for the 
Farmers National Life in Chicago since 
the beginning of the year, reports that 
it is putting the company on the map 
in its home city. It has been difficult to 
open up in the cities because city men 
are of the opinion that the company is 
primarily for the farmers and are hesi- 
tant to buy. However, this Chicago 
agency has popularized the company in 
the city. It stood third in production 
for July. The firm consists of A. L. 
Campbell and Joseph C. Reis. Mr. 
Campbell has been with the Farmers 
National for some years. Mr. Reis before 
going with the Farmers was an inves- 
tigator of the blue sky laws and did 
some work in connection with the twist- 
ing investigation. 

Mabel D. Olmstead is manager of the 
woman’s department in this agency. The 
office is at 105 West Monroe street. 


Many Cities Seek Convention 


Though decision as to the place of 
meeting for the 1924 convention of the 
National Association of Life Underwrit- 
ers will not be reached for some months, 
representative underwriters of Colorado 
Springs, Los Angeles and Omaha are 
already urging the claims of their re- 
spective centers, and it is reported that 
Des Moines agents will tell of the glo- 
ries of their home town when the dele- 
gates gather in Chicago next month. 
Omaha and Des Moines have an advan- 
tage in being located near the center of 
the country, as against Colorado Springs 
and Los Angeles, which are distant and 
would require a long journey upon the 
part of the majority delegates to attend. 
All of the cities named are well supplied 
with hotels, and assurance is given that 
there would be no question as to the 
ability of any one to properly accom- 
modate all convention attendants. 


Name Has Been Changed 


The Illinois National Life, which is in 
process of organization in Chicago, has 
changed its name to the Chicago Liie & 
Accident, in view of the fact that the 
Illinois National Life’s name might be 
confused with that of other companies 
of similar name now operating in the 
state. The main factor in the organiza- 
tion is E. H. McConkey. He has moved 
his office to the Lumber Exchange in 
Chicago. 


Bryan Returns to Des Moines 


H. A. Bryan, formerly of Des Moines, 
has resigned as vice-president of the 
American Life of Detroit and will re- 
turn to Des Moines in a few days. As 
yet he has announced no future plans. 
Previous to going to Detroit Mr. Bryan 
was connected with the American Life 
of Des Moines, and had been a resident 
of that city for 18 years. 


Equitable of New York Business 


The paid-for business of the Equitable 
Life of New York in July was $56,400,- 
000, a gain of $19,000,000 over July of 
last year. 





CHICAGOANS HOLD MEMORIAL 





Union Service in Tribute to Late Presi. 


dent is Planned by Insurance 
Men for Friday 





A fitting tribute to the memory 
the late president, Warren G. Hardi 
will be paid by the entire insurance 
ternity of Chicago at memorial sery 
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to be held Friday morning at_ 11:15 inf@ retur 


the rotunda of the Insurance Excha 


NEE it po. 


building. Every branch of the insur tee a 
ance business in Chicago will Par ticipate after 
in the services. All of the insurance has 


offices in Chicago will be closed at 


115% mane 


o’clock Friday morning and officials ani} B polic; 


employes will gather in the lobby 


Oe how 


the Insurance Exchange building tions 
There will be an invocation by a leading have 
clergy man and the entire assembly wil Supp 
participate in singing “America”, as wel tion’ 


as two of the late president’s favorite ing Ww 
hymns. O. E, Aleshire, Chicago loca man, 
agent and widely known as an orator, will |ife ; 
deliver a 10 minute address and th your 
services will close with the sounding of oj py 


taps by the bugler of the Chicago needs 


women’s band. Insurance offices wil 
be closed during the remainder of the 


day. There are three life insurance me 
on the general committee in charge « 
arrangements, these being Darby 
Day, Chicago manager of the Mutu 


Life of New York and president of the 
Chicago Association of Life Underwnit 
ers, R. W. Stevens, vice-president of th 


Illinois Life, and A. M. Johnson, pres: 
dent of the National Life, U. S. A. 








Licensed in New Hampshire 


The Mutual Trust Life of Chicago h 


-~ 


been licensed in New Hampshire. 
Hatzes and A. G. Themelis under 
firm name of Hatzes & Themelis 
Manchester will be the state managers 
Mr. Hatzes is in the general insurant 


business and Mr. Themelis has special 


ized in life insurance. 


Connecticut Mutual’s Figures 


The new business of the Connectitv 
Mutual Life for the first six months 4 
1923 was erroneously given in a recttl 


issue as $20,655,000. The company # 
proximates the amount of paid-for bus 


ness for the first six months of t& 


present year as $40,703,302. 








Commercial 
Life Insurance Co. 


Kansas City, Mo. 
“‘Heart of America” 


F. H. UEHLING, President 


We offer an Agency Contract 
whereby the Agent grows wit 
the Company. Two District 
Agencies open in Missouri. 

Stockholdersall over the State 
who co-operate with the Agents. 
We furnish you a lineup where 
you can sell your paper. 

Write for full particulars. Our 
special Bank contracts are bus- 
iness getters. Write 


Oo. L. HOLLAND 
Vice President-Agency Manage" 
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As Good Argument 


= OY H. HEARTMAN of Des Moines, 

la.. agency manager of the Equi- 
table of New York in Iowa and. vice- 
president of the National Association of 
Life Underwriters, makes the suggestion 
that life men should have an entering 
wedge by selling what might be termed 
the “Vacation Policy.” Here is the way 
Mr. Heartman speaks of it: 

“Has it ever occurred to you that at 
this season of the year a good entering 
wedge in many instances might be a 
‘vacation policy’? Just as we emphasize 
a Christmas present policy at Christmas 
time, why not use a vacation policy at 
the time when the thing uppermost in 
the minds of a lot of folks, particularly 
people doing inside work—executives, 
clerical workers of all types, salaried 
people of all kinds in fact, is vacations. 

“Just now many a man is contem- 
plating the fun he and the wife and the 
‘kiddies’ are going to have ‘up at the 
lakes,’ or on the trip west, or east or 
back home. It is an easy subject for 
him to talk about, whether he is plan- 
al services ning his vacation or whether he has just 
it 11:15 mF returned. Show him how you can make 
Exchange jt possible for him to absolutely guaran- 
the insur tee a wonderful vacation for his family 








disb’ ments 
B 1,204,331 














19 
15,534,163 







MORIAL 





vate Presi. 
rance 


remory of 
. Harding 
irance fra- 


participate after he has gone, how the vacations he 

insurane#s has with them now can be made a per- 
osed at 11 manent institution through an insurance 
flicials an policy. If he has no family, show him 
+ lobby of how you can guarantee his own vaca- 

building tions in his old age; how he will always 
y a leading@ have a fund especially for that purpose. 


embly wil 
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Suppose you do not actually sell a ‘vaca- 
tion’ policy, you at least have an enter- 


’s favorite ing wedge, and if you are a skillful sales- 
icago loci man, you can unearth a real need for 
orator, WM life insurance and can easily change 
s and thi your sales talk to the kind and amount 
ounding oof protection the particular prospect 
e  Chicagoiil needs.” 

offices willl 


der of the} Plans Insurance Lectures 


urance met 
. charge of Dr. T. R. Snavely, professor in the 
Darby Apgeconomics department of the University 
the Mutulii§of Virginia, is planning for a series of 
dent of thgglectures on insurance in the department 

Ww next session and is negotiating with the 
Richmond Association of Life Under- 
writers with a view of obtaining a lec- 



























nson, presi 


_S. A. Gjturer from this body. It is thought 
Mlikely that Samuel B. Love, Virginia 
pshire mmanager for the Mutual Life of New 


= York, will be selected for the purpose. 
Mr. Love lectured on insurance at the 
university some years ago while he was 
president of the Richmond association. 
The College of William and Mary is 
also arranging for a course of insurance 
lectures next season and has been as- 
sured that the Richmond association 
will cooperate in every way possible to 
make the course a success. 
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in a rece Albert K. Fahrner, Davenport; Joseph 


B. Brown of Cedar Rapids and Pliny I. 
Kidd of Moline were presented with 
gold watches by Carl LeBuhn, manager 
ot the Davenport, Ia., office of the 
Massachusetts Mutual Life at the quar- 
erly booster meeting there in recogni- 
tion of their 10 years’ service with the 
tice. The office is now $250,000 ahead 
ot its 1922 business. 
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Huff’s Galaxy of Producers 
The Perez F. Huff agency of the 
qavelers in New York city reports that 
’ Of its agents have paid for $100,000 


sident or : J 
: More from Jan. 1 to July 31 of this 

ontract ee The total amount of insurance of 

ys with ap agents exceeds $5,000,000. This is 

District , average of about $400,000 in new 

sri. Usiness for each agent. 

re State —— 

— New Company at Dallas 

w Bs tas 

‘ The Empire Mutual Life of Dallas, 


rs. Our a Capital stock, has been licensed by 
sre bus- bevel exas department. It is a mutual, 
wd caer legal reserve company. 
larvin at are G. S. Sheerin, aaa 
H Cor M. Grigsby, W. F. Skillman, 
‘y..’ ~onnell, C. D. Cain, E. T. Owens, 
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Felix D. Robertson and Alex Pope. 
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This is one of a series of messages appearing each week. 
Watch for the one to appear next week. 











ONE AIM 


ONE PURPOSE 


















and the same. 





Send for free 
copy of Radio 
Address on Life 
Insurance by 
James A. Griz 
sard broadcasted 
all over America. 






















The great outstanding purpose of old line life insurance is the 
protection of the widow and orphan in case of the death of the insured, 
and comfort for the policyholder in old age. 
this high purpose not kept constantly in view, old line life insurance 
would never have reached its high estate. 


The mere making of money as an ideal in conducting the life in- 
surance business would result in miserable failure. 
profession and a business is a sacred trust. 
premium deposits be made annually, or semi-annually, or quarterly— 
or, as under the Grizzard System, monthly—the aim and purpose is one 
It is the same old line life insurance, conducted with 
the same high ideals, charted by the same code of ethics, and minister- 
ing to cover the same needs. 








It is our belief that every company and every agency endeavors to 
give the highest service of which it is capable. 
always upholds the ideal of ‘‘Greatest Service’’ as its beacon light, and 
ever finds renewed justification for its career in its co-operation with those 
who are in the field of spreading the gospel of old line life insurance. 


Prenounced Griz~-ard’ 


SYSILM 


GRIZZARD SYSTEM OF 


GRIZZARD SYSTEM OF 
CHICAGO, Incorporated 
Illinois Merchants Bank Bldg., Chicago 


GRIZZARD SYSTEM OF 
MICHIGAN, Incorporated 
Ist Natl. Bank Bldg., Detroit 


Were it not so and were 


It matters not whether 


The Grizzard System 


308 Euclid Ave., CLEVELAND 
16 E. Broad St., COLUMBUS 
Metropolitan Bldg., AKRON 
Daily News Bidg., CANTON 


GRIZZARD SYSTEM OF AMERICA, Incorporated 
Executive Offices, Illinois Merchant Bank Bldg. 


CHICAGO 























Life insurance as a 




































OHIO, Incorporated 
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Selling the Life Insurance Plan 


Tue life insurance agent in his work 
in the field may reach the conclusion 
that some of the features in the policy 
of a competitor are all important and 
that he is greatly handicapped because 
he does not have them in the policy of 
his own company. Such a man has not 
the proper vision of life insurance. He 
does not see it in its greatness and benef- 
icence. The institution of life insurance 
does not rest frills or furbelows. 
There are certain basic principles that 
go with it. The legal reserve system is 
a_ scientific, secure founda- 
tion on which modern life insurance is 
built. As a scheme for protection both 
for one’s dependents and business there 
is nothing akin to it. 


on 


permanent, 


Bert C. Netson of Peoria, Ill, the 
agent of the NorTHWESTERN MuvuTUAL 
Lire, who wrote more lives than anyone 


else in the agency organization of that 
company last year was asked how fre- 
quently the fact that his company does 
not have the total and permanent dis- 
ability clause or double indemnity fea- 
ture handicaps him in competition. Mr. 
NELSON said that he did not recall a case 
since he has been with the 
company that he had lost because the 
NORTHWESTERN MUTUAL not have 
these features. 

That illustrates the point we ure try- 
ing to make. Many agents would feel 
that if they did not have these clauses 
as talking points, would 
quently annihilated in competition. 


connected 


did 


fre- 


Yet 


they be 


these are by-products of life insurance. 
The big majority of companies feel that 
these clauses are useful and form an in- 
tegral part of the modern life insurance 
contract. Some are doubtful about it. 
The NorTHWESTERN MUTUAL has consis- 
tently refused to make them a part of 
its insurance policies. It is up to the 
NORTHWESTERN men therefore to con- 
vince the prospects that pure life insur- 
ance is the best thing for them. 

Therefore, when a man is seemingly 
overpowered in competition by some 
fangled clause in a competitors 
policy he should ask himself whether 
that is vital to life insurance itself. 
Sometimes agents sell the frills of life 
insurance rather than the substance. Mr. 
NELSON’s experience shows what a solici- 
tor who is working for his own company 
and it alone, who believes in it, who 
that other insurance 
like it, can accomplish. He batters down 
competition without difficulty. The very 
fact that his company does not do this 
or that cuts no figure with him. 

HerMAN L. EKERN, attorney-general 
of Wisconsin in a recent address said 
that most telling political 
practices was not to let the people know 
that there an opposing candidate. 
He did recognize the other 
competing for the office. He shouted 
for himself. There is much to be learned 
from his experience that can be applied 
by the up-to-date agent to life insur- 
ance creative soliciting. 


new 


feels there is no 


one of his 


was 


not men 


The Gentle Art of Letter Writing 


THE LIFE 
its house organ comments in a most de- 
lightful way on human interest that is 
shown business correspondence. It 
calls attention to the fact that many men 
are most cordial and congenial in their 
personal relationships, finding real pleas- 
ure in being with their friends. In writ- 
ing business letters they seem to take an 
entirely different attitude. They are 
formal and lifeless. They are conven- 
tional in the salutation and that rigidity 
runs through the entire letter down to the 
signature. The letter does not glow. 

Some men possess a peculiar charm in 
writing a letter. The entire epistle 
breathes a friendly and sympathetic na- 
ture. There is nothing formal about it. 
The business letter that is clear and con- 
cise and yet rather conversational in its 
make-up leaves a splendid impression on 
the office receiving it. There is an 
dividual sparkle about it that relieves it of 
the solemnity and heaviness that usually 
accompany a business communication. 
The business man who can eliminate the 


NORTHWESTERN MUTUAL in 


in 


in- 





stereotyped phrases in correspondence and 
make his letter hearty and inspiriting is 
building a great clientele of admiring 
friends. The NortHwesTeRN Mvrtvuat in 
commenting further says: 

Real human interest correspondence 
will not only resell your personality and 
further promote the results you are 
striving for in personal contacts, but 
such correspondence will build good will 
of itself and make easier and smoother 
the subsequent personal dealings. 

Some agency offices make it a prac- 
tice to inform the agent concerned when 
a policyholder writes, telephones or calls 
at the agency office. A nice personal 
letter from the agent, expressing regret 
at not seeing the policyholder and offer- 
ing to be of any further service, or in- 
quiring whether everything wanted was 
obtained at the office, will be appreciated, 

Personal letters or cards on birthdays 
are always welcome. A short note, even 
if only one or two lines, helps when 
collecting by mail. Letters of congratu- 
lations upon engagements, marriages, 
birth of children, etc., all promote good 
feeling, closer relations and help smooth 
the wheels of business with the valuable 
lubricant of sympathy and human kind- 
ness, 


Hitch your wagon to a star, but be 
sure it is a star of the first magnitude. 


‘gr raduate work in that institution. 





Mrs. Irene Monfort has been making 
a most unusual record in life insurance 
salesmanship in the Shuff agency at 
Cincinnati. Mrs. Monfort never saw a 
rate book or attempted to write life in- 
surance until about seven weeks ago. 
The last half of June she wrote $25,000 
and in July slightly over $100,000. In 
addition to writing these amounts of 


insurance, Mrs. Monfort takes care of 
her household duties. She wrote this 
business without any leads from the 


office. The most unusual feature of the 
sales is the fact that five of her cus- 
tomers called Mr. Shuff on the tele- 
phone to tell him that Mrs. Monfort 
had created their desire for the policies 
bought, making the sale from start to 
finish. Her policies were written prin- 
cipally to provide an income for life for 
children, for making certain the educa- 
tion of children, for safeguarding  busi- 
nesses and for meeting inheritance 
taxes. Mrs. Monfort is a graduate of 
Vassar College. 

The Shuff agency wrote about $6,- 
000,000 the first seven months of this 
year and expects to make a record of 
ten millions this year. Since being re- 
lieved from the presidency of the Na- 
tional Association of Life Underwriters, 
Mr. Shuff has been able to devote more 
of his time to life insurance salesman- 
ship and has written more than $1,500,- 
000 of personal business without count- 
ing what has been brokered. Howard 
Swope, his leading producer, has also 
had a most successful year. Mr. Swope 
has been spending the last five weeks in 
California. 

W. H. Dallas, who has been appointed 
superintendent of agents of the Atlantic 
Life of Richmond, Va., a newly cre- 
ated position, will assume his duties not 
later than Oct. 1, 

Mr. Dallas goes to the Atlantic Life 
from the Northwestern Mutual, with 
which he has been connected since 1916. 
He was promoted to assistant superin- 
tendent of agents soon after joining the 
forces of that company and has since 
held the position. As superintendent of 
agents of the Atlantic Life, he will 
shoulder work which has hitherto been 
looked after by Charles G. Taylor, Jr., 
vice-president and actuary, and will en- 
able the latter to concentrate on the reg- 
ular work of those two positions. Mr. 
Dallas is a man of wide experience and 
broad information on the business of 
life insurance. He is a graduate of the 
Wharton School of Finance and Com- 
merce of the University of Pennsylvania. 
After his graduation, he lectured in post- 
See- 
ing the larger opportunities of life in- 
surance, he engaged as a solicitor for 
the Northwestern Mutual in Philadel- 
phia, serving successfully in that capac- 
ity for several years until he was called 
to the home office in an executive ca- 
pacity. He has been a deep student of 
agency practices and methods during 
his connection with the home office. 

Being extremely popular with agents 
of the Northwestern, he has been 
greatly in demand for agency gatherings 
of all sorts. He is the type of man that 
impresses one with his earnestness and 
sincerity. 


H. E. Van de Walker, who for ten 
years has been State manager for Michi- 
gan for the Peoria Life, with offices at 
Ypsilanti, ‘has been elected president of 
the Peoples National Bank of Ypsilanti, 
recently. Mr. Van de Walker is one 
of the big men of Michigan. He is 
closely connected with Republican poli- 
tics and on several occasions has been 
mentioned for high state offices, all of 
which he has refused to accept. He is not 
a politician as an office seeker. During 
the ten vears of his managership for the 
Peoria Life he has built up a very big 
business in the state and there are few 
outside companies that write a bigger 
business in the state than does the Pe- 
oria Life under his management. His 
agency will produce better than $6,000,- 
000 of business for 1923, and at the close 








H. E, VAN DE WALKER 
000,000 of business in force. 


the best business men of the section 


voluntary offer to Mr. Van de Walker 


terfere with his life insurance business 


The many friends of George B. Stad- 
den, president of the Franklin Life, wil 


road to recovery. He has been serious! 


Bogenton, superintendent of agencies 
the Ohio State Life of Columbus, dit 
last week following an illness of sev 


months. 
Through the activities of .W. A 
Burks, agent for the Continental Li 


the village of Hiwassee, Ark., which bh 
covers with the rate book, has been a 
to proceed w'th the construction ot 4 
modern school building and Mr. Burk 
has been the recipient of $40,000 net 
business directly from this transact 

The village could not float the bo 
issue necessary for the new building, § 
Mr. Burks undertook to buy and res 
the bonds, the community giving him! 


good number of applications in retu 


Bernard B. Gough of Baltimore 1s! 


ceiving the congratulations of Travel® 
officials for his record of the first § 
months of the year, leading the ent" 
field force in individual production 
new paid for life insurance. 
Edward C. Turner and _ associate 
prominent attorneys of Columbus, - \ 


announce that Bert W. Gearheart, ! 
merly superintendent of insurance *J 
Ohio and formerly special counsel in! 

office of the attorney-general of Ohi 
has joined them in the general pract™ 
of law under the name of Turner, “@ 
land, Summers & Gearheart, with office 
at 16 East Broad street. Edward ‘ 
Turner of the firm was formerly_att! 
ney-general of Ohio and Mr. ‘Callas* 
was formerly assistant attorney-ge"™™ 
Mr. Summers was assistant cou 
prosecutor. In addition to his legal © 







































of the year he will have more than $15; 
The Peo- 
ple’s National Bank is one of the new 
banks of Ypsilanti and is comprised of 








The presidency of the bank came asa 


He will retain his state agency and hi 
position in the bank will in no way in 


be glad to know that he is well on the 


ill for the last 60 days. It is expected 
that he will be on his feet by the latter 
part of August. 

His birthday will be Aug. 22. The 
agents of the Franklin Life are trymg} 
to write $4,000,000 of business trom] 
Aug. 1 to Aug. 22 as a hirthday preset 
and as a token of their appreciation. 


Mrs. Kate Bogenton, wife of W. Scot 
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nection, Mr. Gearheart is also treasurer 
and counsel of the Capitol Savings Life 
of Columbus and president of the Na- 
tional Automobile Underwriters Pro- 
tective Association Company of Colum- 
bus. 





Gen. Newton Turgeon, Buffalo man- 
ager for the Union Central Life and 
president of the New York State Life 
Underwriters Association, is receiving 
considerable publicity in the east at this 
time on the matter of his friendship 
with President Calvin Coolidge, Gen. 
Turgeon having been an old roommate 
of the new president while attending 
Blackmore Academy at Ludlow, Vt., in 
1887-88. Mr. Turgeon recalls the pleas- 
ant associations of those two academy 
years and can tell many anecdotes re- 
lating to the school days of the new 
president. 

E. M. Post, for many years manager 
of the Cleveland agency of the Mutual 
Life of New York, and one of the best 
known figures in the life insurance busi- 
ness in that city, died Aug. 3 at his 
summer home in Geneva-on-the-Lake, 
after an extended illness. Mr. Post was 
61. On May 1 ill health made it neces- 
sary for him to give up his position as 
manager in Cleveland. He was _ suc- 
ceeded by Charles T. Wallace, for many 
years cashier of the local office. 

Mr. Post went to Cleveland 17 years 
ago. He soon became a leading figure 
in the local insurance field and in a few 
years was made manager of the Cleve- 
land agency. Under his direction it be- 
came one of the largest in production in 
the company, its territory extending 
over many counties throughout northern 
Ohio. He joined the Mutual Life 31 
years ago, serving the company in In- 
dianapolis, Milwaukee and other cities 
before going to Cleveland. 

Augustus Stone and Francis Youngs, 
operating as Stone & Youngs, are an- 
nounced as the leaders in the Perez F. 
Huff agency in New York of the Trav- 
elers for new business for the year up 
to July 31. The two agents have written 
$816,637 in the seven months, a rate of 
$1,500,000 a year. Mr. Stone has only 
been in the business 20 months and Mr. 
Youngs only the past seven months. In 
July alone they paid for $385,428 new 
business. 

James Lawrence Collins, Jr., son of 
James L. Collins, superintendent of 
field service of the Pacific Mutual Life 


at its head office, died a few days ago 
following a few weeks’ illness of pneu- 
monia. 


Graham C. Wells, general agent for 
the Provident Mutual in New York 
City and president of the New York As- 
sociation of Life Underwriters, has been 
mentioned as a possibility in the coming 
race for the presidency of the National 
association. Mr. Wells said, however, 
that he is not a candidate and would not 
consider the office even though he ap- 
Preciates the high honor which has been 
done him by those who have suggested 
his name, It is well known that Mr. 
Wells has been approached on the sub- 
Ject but he is not at all disposed to con- 
sider seriously entering the race. 


, Nicholas W. Burke, district agent for 
the Northwestern Mutual Life of Mil- 
waukee at Red Oak, Ia., had the dis- 
tinction of carrying back to his home 
won the agency convention at the home 
office the Miller cup, a silver loving cup 
awarded by Homer A. Miller of Des 
teeny trustee of the company, to the 
= Of Hoe, Writing the greatest 1uum- 
ol ia the fiscal year ending 
field i or Burke led the entire Iowa 
hein yy ives written during the last vear, 
~ "8 one of the company’s Marathon 


ae leaders, as well as winner of the 
Miller cup 


ae Lacy, second vice-president in 
Mutua} of agencies of the Minnesota 
Anguet Life, spent the first part of 
>. oe the field. Among other points 

vited Chicago, Kansas City and St. 
vacation , r which he will spend a week’s 
Wis. t. at one of the Lakes at Danbury, 
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Speaking of Fish- 


You have read the one to the effect that only a 
very live fish makes steady upstream headway. 


That truism is generally meant to apply to indi- 
viduals and to emphasize to agents the value of constant 
effort. 


But it applies to life insurance companies as weh. 


The Lincoln National Life Insurance Company 
believes that its remarkable growth has been largely 
due to its aggressive methods. It has continued to push 
ahead to new records each year because it is striving 
all the time to give the best possible service in as many 
definite ways as it can to its salesmen and policyholders. 


Because this untiring service effort helps the indi- 
vidual agent upstream in his business results, it pays to 
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Lincoln National Life 
Insurance Company 


**Its Name Indicates Its Character’’ 


Lincoln Life Building Fort Wayne, Ind. 





Now More Than $265,000,000 In Force 

















ether with his family. 
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ONE OF THE REASONS FOR THE 


Reliance Life 


of 


During the first six months Q 
$234,650.14 have been satisfa 
means there are 3,301 ad 
Reliance Perfect Protection Sefth 


21,264 Indemnity Claims for #0 
policyholders since the adoptf t 
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“HHRFRECKEDENTED GROWTH OF THE 


| rance Company 
purge 


ths 23, 3,301 indemnity claims for 
isfaf paid to policyholders. This 
addi walking, living boosters for 
Sethis year. 







or $04.70 have been paid to living 
opt the Perfect Protection Policy. 
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1867 EQUITABLE LIFE 1923 


INSURANCE COMPANY 


OF IOWA 


A Company of Stability and Progress, 
Safety and Liberality 


Admitted Assets Insurance in Force 
OS Fo Pree hide $12,431,725.00 $ 67,326,327.00 
DP vecesssatesessees 44,995 ,738.00 313,132,592.80 


The net returns paid on funds left with the Company is 4.8 per cent. 


For information regarding agencies 


Address:—Home Office: Des Moines 








Nearly 1 44 Million Policies Now In Force 


Only four other life insurance companies in America have 
more policy contracts in force than this company. A study 
of the following growth in ten years is invited: 

Jan.1,1913 Jan.1,1918 Jan. 1, 1923 


ae ..--$ 6,695,921 $ 14,008,422 $ 34,017,031 
Policies in Force..... 432,711 759,448 1,403,546 
Insurance in Force.. 61,484,358 115,099,897 296,840,278 


Attractive opportunities open to agents in Ohio, Indiana, Ken- 
tucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 











MASSACHUSETTS MUTUAL 
| LIFE INSURANCE COMPANY 


OF SPRINGFIELD, MASSACHUSETTS 
INCORPORATED IN 1851 


Unexcelled policy contracts, efficient life insurance serv- 
ice, and a net cost that is notably low—these are three 
of the reasons why the name Massachusetts Mutual is 
synonymous in the mind of the insuring public with all 
that is best in life insurance. During the seventy-two 
years of the Company’s history its policyholders have 
ever been its loyal friends and its enthusiastic advertisers. 


JOSEPH C. BEHAN, Superintendent of Agencies 






























Great Republic Life Insurance Company 
LOS ANGELES, CALIFORNIA 


Many Agents are Doubling their Production through Sale of 
the Company’s New 20-Payment Life Policy. 


Liberal First Year and Renewal Contracts offered 
to Field Men of High Character and Ability. A few 
General Agency openings now available. For full 
information write to nearest address shown below: 


E. L. BLACK, State Manager, 
Wheatley, Arkansas. 


H. S. BRIDGEWATER, Manager, J. R. RAILEY, Manager, 
Central Department, Southwestern 
1951-62 Railway Exchange Bidg., 41 Dallas County State Bank Bidg. 
Saint Louis, Mo. Dallas, Texas. 


W. H. SAVAGE, Vice-President and Agency Director 
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WIDENS KANSAS ACTIVITIES 
National Life, U. S. A., Rearranges 
Territory, Don Wheeler and J. D. 
Durham Taking Charge 





The National Life, U. S. A., is prepar- 
ing to widen its activities in Kansas. 
The company has been handling the 
Kansas business through the Kansas 
City offices. Don Wheeler, special rep- 
resentative of the company, is now ar- 
ranging for the opening of a state agency 
at Wichita. It is expected that Mr. 
Wheeler will become the state agent 
with James G. Durham of Wichita as 
agency director. Mr. Durham has been 
a local agent for the company for eight 
years. 

The company plans to establish a 
large agency force throughout the state 
as soon as the state offices can be or- 
ganized and put in working order to 
handle the expected business. 





G. C. Harrison 


A. B. Banks, president of the Home 
Life of Little Rock, announced the ap- 
pointment of G. C. Harrison, for three 
years manager of the new business de- 
partment of the Union Trust Company, 
as a general agent of the company with 
offices in the Southern Trust building. 

Mr. Harrison and his brother, W. R. 
Harrison, Jr., have been associated in 
developing a new department of the 
company, the assured savings plan, 
since the first of the year. The Harri- 
son agency is producing new, business 
at the rate of $1,500,000 a year on the 
assured savings plan which is being 
operated through 20 banks in various 
towns and cities of Arkansas and 
through the Commonwealth Building 
and Loan Association of Little Rock. 
The company is planning to enter Mis- 
sissippi at an early date. 





W. W. Irwin 


W. W. Irwin, who recently retired as 
postmaster at Wheeling, W. Va., has 
been appointed manager of the North 
American Life of Chicago in his city. 
Vice-President Albert Schurr of the 
North American presided at a banquet 
hefd in W heeling to welcome Mr. Irwin 
into the life insurance business and the 
North American. Life insurance appli- 
cations amounting to $107,000 coming 
from northern West Virginia were pre- 
sented to him. Mr. Irwin was at one 
time imperial potentate of the Shrine. 





Minnesota Mutual Appointments 


The Minnesota Mutual Life has an- 
nounced the appointment of W. C. 
Kelley as general agent for the Missoula 
and Bitter Root Valley territory in 
Montana. Mr. Kelley has, for years, 
been active as agency manager for one 
of the big eastern companies in this 
same locality. 

C. G. Hulse is the new general agent 
for the Minnesota Mutual for western 
Oregon, with headquarters at Portland. 
Mr. Hulse has a long record of personal 
production behind him. The Minnesota 
Mutual is just completing entrance into 
the state of Oregon. 


W. B. Kee 


William B. Kee has recently been ap- 
pointed Georgia state agent for the 
Manhattan Life with offices in the Citi- 
zens & Southern Bank building, Atlanta. 
Mr. Kee was for several years connected 
with the Pacific Mutual. Frank K. Koh- 
ler, from the Manhattan Life home 
office, was in Atlanta to make the ap- 
pointment. 








Cc. E. Fuller 


Charles E. Fuller of Portland, Ore., 
has been appointed snecial agent of the 
Missouri State. He had been with the 
Travelers in Portland for eight years. 
He served as president of the Oregon 





ACTUARIES 








ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 

343 S. Dearborn St. 
Telephone Harrison 3384 


CHICAGO, ILL. 








A. GLOVER & CO. 


* Consulting Actuaries 
Life Insurance Accountants 
Statisticians 
29 South La Salle Street, Chicago 
rs to Marcus Gunn, 
Consulting Actuary 








OHNE. HIGDON { Actuaries & Examiners 
OHNC. HIGDON } £2 Sates pelint 








RANK J. HAIGHT 
CONSULTING 
ACTUARY 
810-813 Hume-Mansur Bldg. 
INDIANAPOLIS 
Hubbell Bldg. DES MOINES, IOWA 








REDERIC S. WITHINGTON 
CONSULTING ACTUARY 
948-949 Insurance Exc Bldg. 
Tel. Wainut 3761 DES MOIN 1OWA 








J. MeCOMS 

COUNSELOR AT LAW 

CONSULTING. ACTUARY 
Premiums, Keserves, Surrender Values, 
etc., Calculated. Valuations and Exami- 
gations Made. Policies and all Life In- 
surance Forms Prepared. The Law of 
Insurance a Specialty. 
Colcord Bldg. OKLAHOMA CITY 








H. NITCHIE 
° ACTUARY 


1523 Association Bid 19 S. a Sie St. 
Telephone State 4990. AGO 








ULIAN C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST. LOUIS, MO. 








B. YOUNG 
° CONSULTING 
ACTUARY 
AND ACCOUNTANT 
D. R. McLurg, Associate 


430 PETERS TRUST BLDG. 
Omaha, Nebr. 


















































The Accumulation Policy 


is a combination of insurance 
and investment in a new sense. 


Specimen Rate 
Age 35....... $31.90 per $1000 


The continued payment of the 

rate creates increasing benefits 

each year. As a seller it has no 

competition. Write us about it. 

NATIONAL LIFE ASSOCIATION 
Des M 


oines, lowa 

















THE PENN MUTUAL 


is national in the scope of its operations 
It is individual in the service that it 
renders to its members and to its 
representatives. 

Back of your independence it is ready to 
stand as an economic bulwark. 


The PENN MUTUAL 


Life Insurance Co. 


Independence Square _ Philadelphia 

































I 


Policy 
nsurance 
-w sense. 


e 

er $1000 

at of the 

benents 
it has no 
about It. 

YCIATION 


— 


TUAL 


operations 
vice that It 
| to its 
t is ready 
= 


TUAL 
Co. 





Philadelphis 
ou 





August 9, 1923 


LIFE INSURANCE EDITION 





— 








Life Underwriters Association, 1920- 
1921. 





Clyde Yeoman 
Clyde Yeoman, formerly with the 
Dold Packing Company, has been ap- 
pointed general agent for the Peoria 
Life for Fremont, Neb., and adjacent 
territory. 





Life Agency Notes 


Herbert J. Kempker, formerly of Car- 
roll, Ia., has located at North Platte, 
Neb., where he will represent the Travel- 
ers in life and accident lines. While at 
Carroll Mr. Kempker was a leading pro- 
ducer for the accident department of the 
Travelers and stood first in the United 
States in the production of new busi- 
ness in 1920 and 1921 and third in 1922. 





| WITH INDUSTRIAL MEN | 














NEWS OF THE PRUDENTIAL 





Number of Agents Have Been Pro- 
moted to the Position of Assist- 
ant Superintendent 





Agent Adolph H. Bender of the St. 
Louis No. 3 district of the Prudential has 
taken a very prominent position among 
the agents of Division L as a producer 
of ordinary business. His progress has 
been so rapid it is apparent that he is 
striving to keep in the front ranks and 
also gain a more advanced place among 
the leaders. 

Agents Ernest E, Neal of Tulsa, Okla., 
Minor E. Dye of Kansas City No. 1, Mo., 
and Ezbon Blackburn of Wichita, Kan., 
have taken care of their agencies in an 
efficient manner. This has been recog- 
nized by their promotion to the position 
of assistant superintendent. Agents Neal 
and Dye will remain in their respective 
districts, while Agent Blackburn will be 
placed in charge of an assistancy in the 
Tulsa, Okla., district. 

George F. Benoy, agent of Mansfield, 
Ohio, has been selected to fill a vacancy 
in the assistancy ranks in the Mansfield 
district. 

Agent Wilfred G. Coutry has been ad- 
vanced to the position of assistant super- 
intendent of the Tyrone office of the 
Altoona, Pa., district. 

When it comes to debit management, 
especially regarding arrears and advance 
payments, Agent Robert S. McCommon 
of Columbus, Ohio, who controls a good 
sized debit, can be relied on to do some- 
thing worth while, His arrears percent 
is less than one, while he has over 500 
percent advance payments. 

Agent James McCulloch of Flint, Mich., 
has won assistancy spurs, taking charge 
of a staff of agents in the same district. 

The Stevens Point, Wis., assistancy is 
put in charge of William J. Bannitz. Mr. 
Bannitz is being promoted from the St. 
Paul district where he has been operat- 
Ing as agent. 

Agents F. W. Buck, Detroit No. 1 and 
L. C. Boehme, Milwaukee No, 1. are close 
en the heels of Agent E. H. C. Kemper 
of St. Paul, who leads Division P ter- 
ritory in ordinary for the first half of 
the year, 

Assistant Abraham S. Kessler of the 
Brooklyn No. 8 district is again setting 
the pace in Division B for the assistant 
Superintendents in the ordinary branch 
of the work and is out to exceed all 
achievements. 

_ Agent William H. Frank of the Brook- 
'yn No. 6 district is setting a stiff pace 
ed industrial branch. He has so far 

‘ls year more increase than for the full 
year of 1922. Not only that, but his 
ordinary record is better than last year. 
His account shows low arrears and high 
advance pavments. 
as Kothe. who was appointed 
No Ay the Prudential in the New York 
a district, September 12, 1921, has 

fn advanced to assistant superin- 
tendent. 

Pi Neluting the week of July 16, Division 
tg 54 assistant superintendents who 
intesieea” the company’s expectation in 
cae of $1 or more per week per 
19 mene Including the week of July 9, 
oe eae superintendents had an ordi- 
$1,000 et issue per agency ver week of 
intenden, more. Fifteen assistant super- 
neak nts have heen successful in meet- 
duatrie! company’s exvectation of $1 in- 

a al and $1,000 ordinary net issue per 
week per agency. 

Agent Oliver Bayard of New Orleans, 














Ready to Harvest 


Whether you know it or not you 
are continuously cultivating prospects 
for Accident Insurance. Some of 
that business is ready to harvest right 
now. In writing Life Insurance 
you have sold your clients on the 
protection idea, and Income 
Insurance is one of the most attrac- 
tive forms of protection. 


In addition to the standard Acci- 
dent Policies, the Missouri State Life 
writes several attractive special 
contracts. 


The Ace Quadruple Accident 
Policy is intended especially for 
Bankers and Professional men who are 
accustomed to thinking in large figures. 
The Champion Income Accident 
Policy is attractive to single men and 
holders of large Life policies. The 
Pennant Accident Policy is suit- 
able for the average employee of office 
or shop. 


There is an Accident Policy forevery 
prospect on your list. Information re- 
garding brokerage arrangements 
furnished on request. 


MISSOURI STATE LIFE 


INSURANCE COMPANY 


M. E. SINGLETON, President Home Office: ST. LOUIS 


LIFE ACCIDENT HEALTH GROUP 
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y a Ye Insurance 
Industrial Life Insurance 
Health § Accident Insurance 


MORE THAN $30,000,000.00 


Paid in Claims durin 


C.A. CRAIG, Presipent 


the last 20 Years 


W.S. BEARDEN. Secr-Treas. 





THE NATIONAL LIFE & ACCIDENT INSURANCE Gv 








HOME OFFICE: NATIONAL BUILDING 
NASHVILLE — TENNESSEE 
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Organization 
Methods 


Equipment 
Personnel 


Main Office: 40 Rector St., New York 


- 
H. A. HOPF AND COMPANY 


MANAGEMENT ENGINEERS 
Specializing in Advisory Work for Insurance Companies 


Standardization 


Modern Office Planning 








Western Office: 327 S. LaSalle St., Chicage 








INDIANA OHIC 


KANSAS 


ILLINOIS IOWA 


“LA FAYETTE LIFE 


LA FAYETTE, INDIANA 


MUTUAL LEGAL RESERVE 


AGENCY CONTRACTS CONTAIN BENEFICIARY PROVISIONS 
KENTUCKY 


MISSOURI 


MICHIGAN 








NEBRASKA 




















GENERAL AGENT 
WANTED FOR 


Cincinnati, Ohio 
Chattanooga, Tenn. 
Grand Rapids, Mich. 
Roanoke, Va. 

New Orleans, La. 
Rockford, III. 

Des Moines, lowa 
Sioux City, Iowa 
Topeka, Kans. 
Missoula, Mont. 
Helena, Mont. 











Five Per Cent 


Our rate of interest paid on dividends 
left with the company and on trust funds 
has been raised from 444% to5%. This 
together with the increased schedule of 
dividends paid to policyholders makes it 
possible for our resentatives to give 
unusual service to clients 


Address in confidence 
O. J. LACY, 2d Vice-President, in charge of Agencies 


The Minnesota Mutual Life 


Insurance Company 
St. Paul 























La., district, has accepted an assistant 
superintendency in the same district. 

Agent Clinton F. McElwee of the 
Moorestown, N. J, detached assistancy, 
Burlington, N. J., district, is promoted to 
take charge of an assistancy in Burling- 
ton proper. 


John Hancock News 


The following have been promoted by 
the John Hancock from the rank of 
agents to assistants in the district of 
their service: 

Martin PB. Deshler, Allentown (Easton 
Det.); Max H. Haber, Chicago No. 1; 
or ey Bianche, Hackensack; Charles 
Kahn, Jersey City; Homer Otis Edwards, 
Dayton, O.; Michael A. Varley, Troy, O.; 
Maurice A. Winograd, Cleveland, IIT; 
Bernard M, Weiner, Newark. 

John E. Riordan is transferred from 
agent at Detroit I to assistant superin- 
tendent at Detroit II. 

Thomas J. Donahue is transferred from 
cashier at St. Louis III to same position 
at St. Louis I. Robert F. Walker, from 
training cashier at Philadelphia III to 
cashier at St. Louis ITT. 


Enters Two More States 


The Fidelity Life & Accident of Louis- 
ville has been licensed in Michigan and 
Missouri, making five states in all, In- 
diana, Ohio and Kentucky having here- 
tofore granted the company license. 
Zachary T. Miller, vice-president and 
agency manager, is in Cincinnati plant- 
ing the company this week. H. J. Bur- 
tion is Indianapolis manager for the com- 
pany. President Harry R. Kendall and 
Secretary-Treasurer James F. Ramey re- 
port big business for the week in Louis- 
ville. The company was licensed by the 
Kentucky department in June and is 
specializing in the industrial life and 
accident field, : 


Changes are Announced 


Assistant Manager W. K. Watson of 
the Life Insurance Company of Virginia 
in Louisiana has resigned and Agent D. 
K. Williams has been appointed to suc- 
ceed him. 

Agent W. H. Hamilton of the Newport 
News, Va., district, and Agent G. P. 
Richmond of the Danville district, have 
been promoted as district managers in 
Cleveland, Chio. 

Assistant S. F. Toomes of the Rich- 
mond, Va., district, has resigned and 
Agent A. C. Brown of the same district 
has been promoted to succeed him. 

Assistant Manager Wynkoop has re- 
signed in Indiana and Agent L. E. 
Humphries is appointed to succeed him. 
Assistant G. H, Coffey has resigned and 
Agent J. W. Burton is appointed to suc- 
ceed him. 


Western and Southern News 


A new assistancy has been established 
by the Western & Southern Life at St. 
Albans, W. Va., detached from Charles- 
ton. The office is in charge of Assistant 
Superintendent R. A. Cordial, who was 
promoted from an agency in Charleston, 
we V& 

The company has rewarded five of its 
agents with advancement to the position 
of assistant superintendent. They are: 
A. Hye, Detroit South; N. L. Nutt, 
Marion; W. T. Walsh, Cincinnati Park; 
L. Wees, Ogden Park; R. A. Cordial, 
Charleston, W. Va. 

Three assistant superintendents are 
transferred: F. E. Brawley, from Cin- 
cinnati Park to Cincinnati North; M. 
Michalke, from Detroit South to Sagi- 
naw, Mich.; B. E. Brown, from Lorain, 
O., to Sandusky, O 


Steven Ireland, superintendent of 
agencies of the State Mutual, was the 
guest in Richmond, Va., last week of 
John C. Goode, general agent for the 
company. He also visited Norfolk while 
in that field. 











LOCAL: ASSOCIATIONS 














Kansas City, Mo.—The annual picnic 
of the Kansas City association will be 
held at Ivanhoe Country Club Tuesday, 
August 14. The committee on arrange- 
ments is composed of Earl Mercer, chair- 
man; George Locke and John Oliver. De- 
tails of the program of entertainment 
were worked out at a luncheon Tuesday 
of this week. 

* * * 

Omaha, Neb.—Members of the Omaha 
association have been voting on a num- 
ber of questions as to the future policy 
of the organization, including a move- 
ment “to eliminate from the life insur- 
ance business part-timers, one-case 
agents, general brokers, and the practice 
of one agent being licensed by several 
companies other than the one he regu- 
larly represents.” 

Other questions on the ballot include 
the approval of a course of life insur- 
ance to be introduced into the public 
schools, a stringent agents’ qualification 
law for the state and the formation 
within the association of an association 
of managers, general agents and home 
office officials. The result of the vote 
will be announced shortly. 


Reaches $444,000,000 Mark 


The Missouri State Life Insurance 
Company has reached the $444,000,000 
mark in insurance in force, reaching 
that goal on July 31, the gain for the 
first seven months of 1923 being $50,- 
000,000. T. F. Lawrence, vice-president 
of the company, anticipates that the 
$500,000,000 mark will be passed by 7. 
31, 1923. The total business of the 
Louis agency for the first six manila 
of this year was $16,000,000. Robert C. 
Newman leading with $2,167,000 in new 
business for the year ending June 30. 


President Not Heavily Insured 


As far as is known the late President 
Warren G. Harding carried a very small 
amount of life insurance, the total being 
estimated at not over $30,000. He car- 
ried small policies with the Mutual Life 
of New York, Mutual Benefit, New 
York Life, Union Central and Provident 
Mutual Life, but the total is not be- 
lieved to be over $30,000. It is reported 
that his last purchase of life insurance 
was made about 20 years ago, when he 
was lieutenant-governor of Ohio in 
1904, then taking out a policy for $10,- 
000 with the Mutual Life. 








Attack Alabama Regulatory Bill 


A bill to give the Alabama insurance 
commissioner broad regulatory powers 
over insurance agents hit a snag when 
it was called for consideration in the 
senate last week. It was attacked as 
giving almost unlimited powers to Com- 
missioner Julian, The bill gives the 
commissioner authority to revoke I 
censes of agents guilty of fraud, In 
opposition Senator Martin declared that 
it tended to make a “czar” of the com- 
missioner im the insurance world, pet 
mitting him to make what rules and 
regulations he saw fit. As a result of 
the stiff opposition, the bill was post 
poned until the 26th legislative day. 








Jeff B. Marmon, manager at Memphis 
for the Mutual Life of New York, was 
the principal speaker at a recent meet 
ing of the Roanoke division of the Vit 
ginia Field Club of that company, mak- 
ing a convincing sales talk. 








WANTED 
General Agent for Iowa 


TO REPRESENT i 


THE MIDLAND INSURANCE COMPANY 


OF ST. PAUL, MINN. 


Liberal Contract to Right Man 
G. K. HENSHALL, Supt. of Agents 
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“THE COMPANY OF CO-OPERATION” 


DES MOINES 
LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either sex! 


This is a service our men 


appreciate these days 


If it appeals to you, write 


HOME OFFICE 
DES MOINES 18.T. Bidg.) TOWA 


TERRITORY 
IOWA 








SOUTH DAKOTA 











MR. AGENT! 


Do you care for QUALITY, not 
SIZE? Age, Sound Experience, 
Low Cost, a Splendid Record for 
70 years? 


Then why not take a General 


Agency in its HOME STATE for 


THE ST. LOUIS 
MUTUAL LIFE 


OUR AGENTS AND POLICY HOLDERS 
STICK! WRITE THE HOME OFFICE 














Stephen M. Babbit 


President 


Hutchinson, Kansas 

















MORE THAN 50% 


of the business written by some of our larger 
agencies is a direct result of the Fidelity lead 
service. Our agents interview interested - 
pects le who have written the ad 
Office for information. 

Fidelity is a low-net-cost company operat- 
ing in 40 states. Full level net premium re- 
serve basis. Over Quarter of a Billion in 
force. Faithfully serving insurers since 1878. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 
A few agency openings for the right men 
























NEWS ABOUT LIFE POLICIES 











Policy Literature, Rate Books, etc. 


New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Supplementing the ‘“‘Unique Manuai- 
Digest” and ‘Little Gem,”’ Published Annually in May and April respectively. 
PRICE, $3.50 and $2.00 respectively. 

















NORTHWESTERN’S DIVIDENDS 


New Schedule of Returns to Policy- | 
holder, Showing Great Increase 


Over Present Scale 


Additional examples of the new divi- 
dend schedule announced by the North- 
western Mutual Life of Milwaukee, in- 
creases over the present scale being as 


great as 43 per cent at certain 
notably the younger ages, are 
lows: 
65 LIFE 
Ages.. 16 25 30 35 45 
$ $ $ $ 

1923... 5.70 6.32 6.83 7.52 8.77 
1922... 5.81 6.49 7.04 7.71 9.07 
1921... 5.93 6.66 7.26 7.91 9.39 
1920... 6.05 6.84 7.49 8.13 9.72 
1919... 6.17 7.03 7.73 8.35 10.08 
1918... 6.30 7.22 7.97 8.59 10.45 
1917... 6.44 7.42 8.15 8.83 10.88 
1916... 6.58 7.62 8.33 9.05 11.33 
1915... 6.72 7.84 8.53 9.27 11.85 
1914 6.87 8.06 8.73 9.52 12.38 
1913 7.02 8.29 8.95 9.77 12.92 
1912 7.18 8.46 9.17 10.00 13.53 
1911 7.34 8.63 9.37 10.23 14.15 
1910 7.52 8.81 9.57 10.48 14.77 
1909 7.69 9.00 9.80 10.75 15.40 
1908 7.87 9.20 10.03 11.03 16.04 
¢?).. 8.06 9.41 10.23 11.36 16.67 
(*) 8.26 9.59 10.45 11.71 17.31 
(*). 8.47 9.78 10.68 12.10 17.95 
¢?). 8.67 9.99 10.92 12.51 18.58 


*Illustrative Dividends. 


30-PAY LIFE 


Ages.. 16 20 25 30 35 
$ $ $ $ $ 
1923. 5.90 6.11 6.47 6.91 7.52 
1922. 6.05 6.29 6.67 7.14 7.71 
1921. 6.22 6.47 6.88 7.38 7.91 
1920 6.39 6.66 7.09 7.64 8.13 
1919 6.56 6.86 7.31 7.90 8.35 
1918. 6.75 7.06 7.54 8.16 8.59 
1917 6.93 7.26 7.78 8.36 8.83 
1916. 7.13 7.48 8.02 8.57 9.05 
1915. 7.33 7.70 8.28 8.79 9.27 
1914. 7.64 7.93 8.55 9.02 9.52 
1913. 7.75 8.17 8.82 9.27 9.77 
1912 7.98 8.41 9.03 9.52 10.00 
1911. 8.21 8.67 9.25 9.75 10.23 
1910 8.45 8.94 9.48 9.98 10.48 
1909. 8.69 9.21 9.73 10.24 10.75 
1908. 8.95 9.49 9.98 10.51 11.03 
(*).. 9.21 9.72 10.25 10.75 11.36 
(*). 9.49 9.95 10.49 11.01 11.71 


as | 


American Old Line Insurance Company 





as 

















| Ages.. 16 20 25 30 35 
} $ $ $ $ $ 
(*).... 9.77 10.20 10.75 11.28 12.10 
(*).... 10.06 10.46 11.03 11.57 12.51 
*Illustrative Dividends. 
25-PAY LIFE 
Ages.. 16 25 30 45 
1923... 6.02 6.59 7.05 6 8.52 
1922... 6.20 6.82 7.31 8S 8.77 
1921... 6.39 7.06 7.58 8.12 9.02 
1920... 6.59 7.30 7.87 8.37 9.30 
1919... 6.79 7.56 8.16 8.63 9.59 
ages, | 1918... 7.01 7.82 8.46 8.90 9.88 
fol- | 1917... 7.23 8.09 8.70 9.18 10.25 
1916... 7.46 8.37 8.94 9.44 10.63 
1915... 7.69 8.67 9.20 9.71 11.07 
1914... 7.93 8.97 9.48 10.00 11.52 
55 1913... 8.19 9.28 9.77 10.29 11.98 
$ 1912... 8.4 9.5% 57 12.51 
12.23 >) 8.7: 6b 13.05 
13.24 1910... . 7 13.59 
14.26 1909... 14.13 
15.30 | 1908... 14.68 
16.34 a 15.24 
17.39 | (*).... 15.79 
18.45 | (*).... 16.34 
19.51 fF 16.88 
! {eo . —_ 
21.62 *Illustrative Dividends. 
14.83 
15.1 15-PAY LIFE 
€ 
Ly Ages.. 16 25 30 35 45 
15.95 he wee on $ $ 
16.23 | 1923... 6.50 7.14 7.64 8.29 9.23 
16.50 | 1922... 6.80 7.50 8.04 8.66 9.64 
16.77 | 1921... 7.11 7.87 8.45 9.04 10.06 
17.03 | 1920.. 7.43 .24 8.87 9.44 10.52 
17.27 1919 7.76 8.64 9.31 9.86 11.00 
- 1918 8.10 9.05 9.76 10.30 11.49 
1917 8.46 9.46 10.16 10.75 12.07 
1916 8.83 9.90 10.57 11.19 12.66 
1915 9.20 10.35 11.01 11.66 13.32 
1914. 9.60 10.81 11.46 12.15 13.99 
45 1913. 10.00 11.29 11.94 12.65 14.69 
$ 1912 10.42 11.73 12.43 13.16 15.44 
8.39 | 1911. 10.86 12.18 12.92 13.69 16.21 
8.61 | 1910. 11.31 12.66 13.43 14.25 16.99 
8.83 | 1909. 11.77 13.16 13.97 14.85 17.78 
9.07 | 1908. 9.62 10.61 11.14 11.67 13.68 
9.32 | (*).. 9.73 10.73 11.24 11.82 13.91 
9.58 | (*).... 9.86 10.82 11.34 11.97 14.14 
9.91 | (*).... 9.99 10.92 11.44 12.15 14.37 
10.24 | (*). 10.12 11.03 11.55 12.34 14.60 
10.65 | ———— 
11.05 *Illustrative Dividends. 
1196 
. > y "> 
12°45 10-PAY LIFE 
12.95 | Ages 16 25 30 35 45 
13.45 $ $ $ $ $ 
13.96 | 1923.. 7.14 7.86 8.41 9.13 10.21 
14.46 | 1922.. 7.58 8.38 8.98 9.68 10.84 
14.97 1 1921.. 8.04 8.91 9.56 10.25 11.51 
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Ages.. 16 25 30 35 45 
$ 3 3 3 $ 
1920... 8.51 9.47 10.18 10.86 12.21 
1919... 9.01 10.04 10.80 11.48 12.95 
1918... 9.52 10.63 11.45 12.14 13.73 
1917... 10.05 11.24 12.06 12.83 14.59 
1916... 10.60 11.87 12.69 13.51 15.48 
1915... 11.16 12.53 13.35 14.23 16.44 
1914.. 11.74 13.20 14.04 14.98 17.43 
1913... 9.08 10.12 10.61 11.14 12.53 
1912... 9.18 10.21 10.73 11.24 12.75 
) 9.28 10.30 10.82 11.34 12.98 
1930... 9.39 10.40 10.92 11.44 13.21 
1909... 9.50 10.50 11.03 11.55 13.44 
1908. 9.62 10.61 11.14 11.67 13.68 
(*) 9.73 10.73 11.24 11.82 13.91 
(*). 9.86 10.82 11.34 11.97 14.14 
(*) 9.99 10.92 11.44 12.15 14.37 
(*) 10.12 11.03 11.55 12.34 14.60 


*Illustrative Dividends. 


ENDOWMENT AT 65 















Ages 25 45 
1923.. 6.46 9.24 
1922... 6.66 9.65 
1921... 3.87 10.07 
1920... 10.53 
FF 11.01 
1918... } 11.51 
es .67 12.09 
1916... 6.84 12.68 
1915... 7 13.34 
1914... ie 14.02 
SeGaes. © 14.72 
3933 ... 7.8 15.48 
ee A 7 16.25 
3920... 7.96 5 17.03 
1909... 17 4 17.82 
1908... 8.38 5 18.61 
et ae 8.61 33 19.41 
(*).... 8.84 4 20.22 
comes s Se 96 21.02 
po 9.33 30 21.81 


*Illustrative Dividends. 


40-YEAR ENDOWMENT 





Ages.. 16 20 25 35 
$ $ $ $ 
1923... 6.00 617 6.46 7.44 
1922... 6.17 6.36 6.66 7.62 
1921... 6.36 6.56 6.87 7.79 
1920... 6.55 6.76 7.08 7.99 
1919... 6.75 6.96 7.31 8.19 
1918... 6.96 7.18 7.54 8.41 
1917... 7.18 7.40 7.77 8.63 
aa 7.40 7.63 8.02 8.82 
1915... 7.63 7.87 8.28 9.02 
1914... 7.86 8.11 8.54 9.24 
1913... 8.11 8.37 8.81 9.47 
1912... 8.37 8.63 9.03 9.66 
1911... 8.63 8.90 9.24 9.87 
1910.. 8.90 9.19 9.48 10.09 
1909... 9.18 9.48 9.72 10.32 
1908... 9.47 9.78 9.98 10.56 
oe 9.77 10.03 10.25 10.86 
(*). 10.08 10.28 10.49 11.17 
(*). 10.41 10.56 10.75 . 11.53 
(*). 10.74 10.84 11.02 11.23 11.90 


*Illustrative Dividends. 


35-YEAR ENDOWMENT 


Ages 16 20 25 30 35 
$ $ $ $ 

1923 6.17 6.34 6.62 7.01 7.56 

1922 6.39 6.57 6.86 7.26 7.76 


August 9, 
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| Liberal Contracts— offered in both Life and 
Disability Departments 


u Choice Territory open in the Middle West 


| LINCOLN 














for State and District Managers 


NEBRASKA 
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N. P. HULL, Pres. 





C. H. BRAMBLE, Secy. and Treas. 


A POINT IN YOUR FAVOR 


The Grange Life is an opportunity for live agents. They have that opportunity of selling | 
a policy lower in cost than many others and can still go into any community, confident in | 
the knowledge that the protection they offer cannot be bettered nor the company they 
represent be outdone in service. 


GRANGE LIFE INSURANCE COMPANY 


LANSING. MICHIGAN | 
1. D. WALLINGTON, Supt. of Aes 
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Ages.. 16 20 25 30 35 
$ 


§ $ $ $ 
1921... 6.62 6.81 7.11 7.53 7.97 
1920... 6.86 7.05 7.36 7.80 8.19 
1919... 7.10 7.30 7.62 8.08 8.43 
1818... 7.36 7.56 7.90 8.37 8.67 
1917... 7.62 7.83 8.18 8.60 8.93 
1916... 7.90 8.11 8.47 8.84 9.16 
1915... 8.18 8.40 8.77 9.09 9.39 
1914... 8.47 8.70 9.08 9.35 9.65 
1913... 8.77 9.01 9.40 9.62 9.91 
1912... 9.08 9.32 9.67 9.91 10.15 
1911... 9.40 9.65 9.94 10.17 10.41 
1910... 9.74 9.99 10.23 10.45 10.67 
1909... 10.08 10.35 10.54 10.74 10.96 
1908... 10.44 10.71 10.86 11.05 11.25 
(*) 10.80 11.02 11.19 11.33 11.60 
(*) 11.19 11.35 11.51 11.64 11.96 
(*) 11.58 11.70 11.84 11.96 12.38 
(*) 11.98 12.07 12.19 12.30 12.81 


*Illustrative Dividends. 


30-YEAR ENDOWMENT 


Ages.. 16 25 30 35 45 
$ $ ‘ $ 
1923 6.43 6.87 7.24 7.77 8.48 
1922 6.70 7.16 7.54 8.02 8.72 
1921 6.99 7.46 7.86 8.27 °.97 
1920.. 7.29 7.77 8.19 8.55 9.23 
1919.. 7.60 8.10 8.53 8.83 9.51 
1918 7.93 8.43 8.88 9.13 9.80 
1917 8.26 8.78 9.17 9.44 10.16 
1916 8.61 9.13 9.46 9.73 10.52 
1915 $9.96 9.51 9.78 10.08 10.95 
1914 9.33 9.89 10.11 10.35 11.39 
1913 9.71 10.28 10.46 10.68 11.84 
1912 10.10 10.62 10.82 11.00 12.36 
1911... 10.51°10.98 11.17 11.33 12.88 
1910... 10.93 11.36 11.53 11.68 13.41 
1909... 11.37 11.75 11.91 12.05 13.95 
1908... 11.81 12.17 12.31 12.44 14.49 
(*),.... 12.28 12.60 12.70 12.88 15.03 
(*) 12 13.02 13.11 13.34 15.57 
(*) 1: 13.46 13.54 13.85 16.11 
(*) li 13.93 14.00 14.37 16.64 








*Illustrative Dividends. 


25-YEAR ENDOWMENT 





Ages.. 16 25 30 35 45 
$ $ $ $ 
923 : 7.22 7.59 8.10 8.75 
922 A 7.60 7.97 8.42 9.04 
9% : 7.99 8.37 8.75 9.35 
92 f 8.39 8.79 9.11 9.68 
: 4 8.80 9.21 9.47 10.04 
‘ s 9.23 9.65 9.86 10.40 
‘ 9. 9.67 10.03 10.26 10.83 
1916 9.65 10.13 10.43 10.65 11.28 
1915 10.11 10.60 10.85 11.05 11.75 
1914 10.59 11.09 11.29 11.48 12.31 
1913 11.09 11.59 11.75 11.92 12.85 
1912 11.60 12.06 12.23 12.35 13.45 
1911... 12.13 12.54 12.70 12.81 14.06 
1910... 12.68 13.05 13.19 13.29 14.68 
1909... 13.25 13.58 13.71 13.81 15.31 
1908... 13.84 14.13 14.25 14.34 15.93 
(*).... 14.44 14.71 14.80 14.93 16.57 
(*).... 15.07 15.29 15.37 15.55 17.20 
(*) . 15.71 15.89 15.98 16.21 17.83 
(*) 16.37 16.53 16.62 16.89 18.45 





*Illustrative Dividends. 


15-YEAR ENDOWMENT 


Ages.. 16 25 30 35 45 
$ $ $ $ $ 
1923 7.73 8.77 9.13 9.61 10.15 
1922 8.46 9.50 9.86 10.27 10.77 
1921 9.21 10.26 10.61 10.95 11.42 
1920 9.99 11.03 11.39 11.67 12.11 
1919... 10.80 11.84 12.20 12.42 12.84 
1918... 11.64 12.67 13.02 13.21 13.60 
1817... 12.50 13.53 13.83 14.02 14.44 
1916... 13.40 14.41 14.66 14.84 15.31 
1915... 14.32 15.33 15.53 15.70 16.25 
1914... 15.28 16.27 16.44 16.61 17.22 
1913... 16.27 17.24 17.39 17.56 18.22 
1912 17.29 18.21 18.38 18.54 19.28 
1911... 18.34 19.23 19.40 19.57 20.35 
1910... 19.43 20.29 20.46 20.66 21.43 
1909... 20.56 21.40 21.58 21.80 22.53 
10-YEAR ENDOWMENT 
Ages. 16 25 30 35 45 
$ $ $ $ $ 
1923. 8.73 10.37 11.12 11.59 12.10 
1922. 9.92 11.56 12.30 12.69 13.16 
1921... 11.15 12.78 13.52 13.84 14.29 
1920... 12.43 14.05 14.78 15.04 15.47 
1919... 13.76 15.36 16.07 16.29 16.72 
1918. - 15.13 16.71 17.41 17.60 18.04 
1917... 16.55 18.10 18.75 18.95 19.45 
1916... 18.02 19.54 20.15 20.35 20.92 
1915... 19.53 21.03 21.62 21.82 22.46 
1914... 21.10 22.55 23.14 23.36 24.05 


5-YEAR TERM 
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Age Prem. 1923 1922 1921 1920 1919 
3.2... $10.23 $2.75 $2.76 $2.76 $2.76 $2.76 
tic. 10.29 2.75 2.76 2.76 2.76 2.76 
22. 10.37 2.75 2.76 2.76 2.76 2.76 
23.4... 10.44 2.75 2.76 2.76 2.76 2.76 
34..... 10.52 2.75 2.76 2.76 2.76 2.76 
ae 10.61 2.75 2.76 2.76 2.76 2.76 
26 10.71 2.75 2.76 2.76 2.76 2.76 
a 10.80 2.75 2.76 2.76 2.76 2.76 
8... 10.91 2.75 2.76 2.76 2.76 2.76 
29... 11.03 2.75 2.76 2.76 2.76 2.76 
eats 11.15 2.75 2.78 2.78 2.76 2.76 
1 11.28 2.75 2.76 2.76 2.76 2.76 
22. 11.43 2.75 2.76 2.78 2.76 2.76 
ee 11.59 2.75 2.76 2.76 2.76 2.76 
.. 11.77 2.75 2.76 2.76 2.76 2.76 
aS... 11.98 2.75 2.76 2.78 2.76 2.76 
= 12.17 2.75 2.76 2.76 2.78 2.76 
" 12.41 2.75 2.76 2.76 2.78 2.76 
a... 12.68 2.75 2.76 2.76 2.78 2.76 
a0°° 12.96 2.78 2.76 2.76 2.76 2.76 
_ 12.28 2.75 2.768 2.78 2.78 2.76 
atte 13.628 2.78 2.76 2.77 9.77 2.76 
Sia 14.03 2.77 2.78 2.79 2.79 2.79 
{CONTINUED ON NEXT PAGE) 











MUTUAL LIFE OF ILLINOIS 


HOME OFFICE 
SPRINGFIELD, ILLINOIS 
An Old Lime Legal Reserve Life Insurance Company 
A Company of Service 
Service to Policy Holders Service to Agents Service to the Public 


Operates under the Famous “Registration Act” which requires the reserve on every policy issued to be deposited 
and held in Trust by the Insurance Department of the State 


Live Up-to-Date Policies Ordinary Life Limited Payment and Endowments 


; A few good openings for good live producers im Illineis. Correspondence Invited. 


Hi. B. HILL, President N. H. WALT, Vice-Pres. and Agency Director JAS. FAIRLIE, Vice-Pres. and Actuary DR. J. R. NEAL, See. 

















49.11% 


of the new business issued by the Northwestern Mutual Life Insur- 
ance Company in 1922 was upon applications of members previously 
insured in the Company. 


Its Policyholders Repeat 


The assignable cause for this is found in the Northwestern business policy of 


Careful Selection Efficient Management No Rebating 

No Foreign Business Liberal Policy Contracts No Twisting 

Insuring Only Males Low Expenses Civil Service for Agents 
Low Death Rate Purely American Clean Business Methods 


Purely Mutual 
Safe Investments tog seta Low Net Cost 


THE NORTHWESTERN MUTUAL 


LIFE INSURANCE 
Milwaukee COMPANY Wisconsin 











STATE OF OHIO 


To the man who can qualify, we will offer an Old Fashioned General Agency Contract that 
means money. Experienced management, superior Policy Contracts, progressive field 
and Home Office methods are at your service. 


Address Century Life Insurance Company 
Indianapolis, Indiana 











Rockford Life Insurance Co. 


Francis L. Brown, Secretary and Manager Rockford, Illinois 


ILLINOIS 
Territory open in: INDIANA 
IOWA 





























THE NATIONAL 








THE PERFECT PROTECTION POLICY OF 


THE RELIANCE LIFE 


gives you something absolutely new and different to talk to your 
prospects. Gives you a chance to earn more money than you 
are now ‘ 


Our Life Insurance Contracts contain the most up-to-date clauses 
known to the Insurance World. The Accident and Health gives 
full protection for at least a third less cost than regular casualty 
companies. Our agency contracts are as liberal as can be made. 


WRITE AND WE WILL TELL YOU MORE ABOUT OURSELVES 
Reliance Life Insurance Company of Pittsburgh "“pejz.e"* Pittsburgh, Pa, 











TO MEN WHO CAN QUALIFY 


We are offering some splendid OKLAHOMA 
and MISSOURI territory on a General 
Agency basis. 


The Farmers & Bankers Life 


Insurance Company 
Wichita, Kansas 


Executive Offices 








Acacia Mutual Life Association 


Insurance Issued in 1922....... Paid for Sat —— $ 39,898,050 
Gain in Insurance in Force.....( “ “ "Dewees 21,462,805 
Insurance in Force 12-31-22..( “ “ “* )eweees 122,685,100 
Bcc vccpeccccesecosescese eoecesoesceeeeeneoonsess 6,828,345 
Increase in Assets. ....... 6-0. ecccceeeeeeeececeeneres 2,214.8 

Increase in Surplus..........-.--+0-eeeeeeeeeeeecceess 431,446 


PROTECTION FOR MASTER MASONS 
Lo 


w Net Cost Masonic Service 
A Satisfied Field Force 
William Montgomery, Pres. Homer Building, Washington, D.C. 


















OF DES MOINES, IOWA. 


We issue all standard forms of Life Insurance Policies. Every policy 
protected by Deposit of Full Legal Reserve with the State of Iowa. 











XK 
Sidcecal LATEST POLICIES AND AGENCY CONTRACT BA'USU VUE 
Openings OHIO, IND. KY. MICH. and W. VA. Write Columbus 


Incorporated 1871 


Life Insurance Company of Virginia 


RICHMOND, VIRGINIA 


Issues the most liberal forms of ORDINARY Policies from 
$1000.00 to $50,000.00 with premiums payable annually, semi- 
annually or quarterly, and INDUSTRIAL Policies from 
$12.50 to $1,000.00 with premiums payable weekly. 

Condition on December 31, 1922: 








NE. pwtecagsinwithuethieeesensieee Se ee ee $ 32,633,933.05 
8. os cenneneneede thegeteceeds dacdus ceeeeeseescene 28,512,821.50 
Capital and Surplus ...........---eeeeeereeeereeee sihidte ental lind 4,121,111.55 
i he ig ene eeenehabneane ... 230,322,163.00 
Payments to Policyholders..........-..-0++seeeeeeeeeeeeeeeee 2,331,155.50 
Total Payments to Policyholders since Organization ........... 30,051,860.92 


JOHN G. WALKER, President 
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Dividends ————_, 
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Ages Prem. 1923 1922 1921 1920 1919 
icy. 14.48° 2.80 2.81 2.82 2.82 2.82 
| Se 14.99 2.84 2.85 2.86 2.86 2.85 
| eer 15.57 2.88 2.89 2.90 2.90 2.90 
"epee 16.24 2.94 2.95 2.96 2.96 2.96 
Rene 17.00 3.01 3.02 3.04 3.04 3.03 
| aaah 17.87 3.09 3.11 3.13 3.13 3.12 
ee 18.85 3.20 3.22 3.23 3.24 3.22 
| aes 19.95 3.32 3.34 3.36 3.36 3.41 
ep: 21.17 3.45 3.48 3.49 3.56 3.67 
| Ree 22.53 3.60 3.63 3.72 3.84 3.96 
| eee 24.05 3.78 3.88 4.02 4.16 4.29 
eee 25.75 4.06 4.22 4.38 4.53 4.67 
re 27.61 4.40 4.58 4.75 4.92 5.08 
__ Reheat 29.69 4.80 4.99 5.19 5.37 5.55 
Bee cscs 31.99 5.24 5.46 5.67 5.88 6.08 
OR cuba 34.53 5.74 5.98 6.21 6.44 6.66 
59..... 37.33 6.28 6.55 6.81 7.06 7.31 
ee 40.43 6.90 7.20 7.48 7.76 8.03 
WILL NOW ISSUE DISABILITY 
United States Life Adopts Double 


Indemnity, Waiver of Premiums 
and Income Provisions 





NEW YORK, August 15.—Policy- 
holders of the United States Life of this 
city may now obtain supplemental per- 
manent disability contracts providing for 
the waiver of premium and the pay- 
ment of a stipulated monthly income 
should the assured become incapacitated 
through illness or from accidental in- 
jury. In addition, double indemnity may 
be had under a separate cover. The dis- 
ability contract will be issued to stand- 
ard risks from ages 17 to 55 years and 
on policies up to $10,000, while the 
double indemnity is allowed from ages 
20 to 55 and under policies up to $5,000. 
It is planned to increase both limits of 
indemnity as soon as the added busi- 
ness of the company justifies. 

The additional premium called for 
under the waiver of premium and in- 
come contract ranges from $1.07 at age 
17 to $4.55 at age 55 for each $1,000. 
The charge differs slightly under the 
different forms of contract until age 40 
is attained, when it becomes uniform 
under all classes of policy save the 
20-year endowment form. The contract 
will be granted to unmarried business 
women on endowment plans maturing 
at or before age 60, but will not be sold 
to married women nor on any of the 
life plans. It will not be issued in con- 
junction with term policies, The extra 
premium under the double indemnity 
contract has been fixed at $1, $1.50 and 
$2 per $1,000 of indemnity, according 
as the applicant may be classified as 
preferred, medium or special hazard 
risk. 


CHANGE IN DISABILITY PLAN 





Income Bond of Equitable Life of New 
York Will Hereafter Have 
New Provision 





Effective Aug. 1, the disability provi- 
sion in the income bond of the Equi- 
table Life of New York will be changed 
to correspond with the company’s gen- 
eral disability coverage as follows: 

In the event of total and permanent 
disability occurring prior to the age 
stipulated for the payment of the regu- 
lar income, the disability benefits shown 
below will be effective immediately upon 
arrival, (not after six months as here- 
tofore): 

(a) Waiver of all premiums payable 
upon the contract failing due after the 
receipt of proof of total and permanent 
disablity. 

(b) Payment to the annuitant of a 
monthly disability annuity equal to the 
income provided in the bond at matur- 
ity, the first monthly payment to be pay- 
able unon receipt of due proof of such 
disability and continuing until, but not 
including, the date when the life income 
provided for in the contract begins. 

(c) Total disability shall be presumed 
to be permanent when present and ex- 
isting continuously for not less than 
three months. 

Any premiums waived, and any disa- 


bility annuities paid are not deducted 
from the amount payable under the 
bond, either as life imcome, or refund 


at death of annuitant. But in determin- 
ing the amount payable at death the ad- 
ditional premiums paid for the disabil- 
ity benefit are not to be returned; on 





, the other hand, premiums waived during 





Eureka Life 


Insurance 


OF BALTIMORE, MD. 


Incerporated under the laws of 
Maryland, 1882 


We Issue 


Standard Ordinary and 
Industrial Policies 


J.C. MAGINNIS 
President 


J. BARRY MAHOOL 
Vice-President 
J.N. WARFIELD, Jr. 


DR. J. H. IGLEHART 











HOME LIFE INSURANCE Co. 
New York 


WM. A. MARSHALL, President 


The 63rd Annual Report shows: 

Premiums received during the year 1922.$ 7,369,835 

Payments to Policyholders and_ their 
beneficiaries in Death Claims, Endow- 


ments, Dividends, Etc............... 5,400,769 
Amount added to the Insurance Reserve 

ED cpcaccccccogceccagecococecece 2,206,762 

Net Interest Income from Investment.. 2,110,922 


($722,352 in the amount 
required to maintain the reserve.) 
Actual mortality experience 52.87% of 
the amount expected. 
Engurance in Force..........seccceces 282,163,082 
Admitted Assets 46,253,715 
FOR AGENCY APPLY TO 
W. A. R. BRUEHL & SONS 
General Managers 
Central and Southern Ohio and 
Northern Kentucky 
Rooms 601-606 The Fourth Nat. Bank 


Building 
CINCINNATI, OHIO 


excess of 








oa 


HOYT W. GALE 
General Manager for Northern Ohio 
229-. Leader-News Building 
CLEVELAND, OHIO 











New Policies 


New and appealing line of 
policies being written. 
Rates exceptionally attrac- 

tive. 
Unusual contracts to agents. 


Several splendid agencies 
open in Iowa. 


Write for information. 
Louis H. Koch, President 


NATIONAL 
AMERICAN 


LIFE INSURANCE COMPANY 
Burlington, Iowa 
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LIFE INSURANCE EDITION 








the period of disability are considered 
as payments made to the company. 


Premiums With Disability 


The premiums to provide a monthly 
jncome of $10 with disability as follows: 


Income to Begin at 








50 55 60 65 

$34.39 $23.80 $16.19 $10.7 

36.17 24.96 16.93 11.27 

38.05 26.20 17.74 11.77 

40.09 27.50 18.58 12.31 

42.26 28.90 19.46 12.88 

44.60 30.37 20.41 13.48 

47.12 31.96 21.42 14.11 

49.84 33.65 22.49 14.78 

52.78 35.46 23.63 15.49 

55.97 37.40 24.84 16.25 

59.45 39.49 26.14 17.05 

63.24 41.75 27.52 17.90 

67.39 44.18 29.00 18.82 

71.94 46.82 30.59 19.79 

76.95 49.68 32.30 20.82 

82.50 52.82 34.14 21.94 

88.67 56.24 36.13 23.12 

95.55 59.99 38.28 24.41 

103.29 64.10 40.61 25.78 

112.05 68.65 43.15 27.26 

122.01 73.68 45.91 28.86 

133.46 79.29 48.94 30.59 

146.73 85.56 52.26 32.47 

162.28 92.62 55.95 34.51 

180.73 100.61 60.02 36.74 

202.96 109.72 64.54 39.18 

230.24 120.19 69.57 41.86 

264.44 132.33 75.21 44.78 

308.54 146.57 81.57 48.02 

367.51 163.48 88.76 51.61 

450.27 183.85 96.99 55.61 

aeee 208.89 106.47 60.07 

sabes 240.33 117.49 65.08 

ee 280.90 130.44 70.74 

enti 335.22 145.85 77.17 

meee 411.52 164.48 84.54 

Soeee  wene0 187.36 93.08 

evece <%002 216.14 103.07 

:.c8e  ceose 253.30 114.81 

is eves 303.09 128.83 

ae . saeee 373.07 145.78 

Aetna Life 

The Aetna Life has a unique feature 
and a liberal provision in its disability 
clause which not only provides the 
waiver of premiums and $10 monthly 
annuity benefit but if disability should 
occur after age sixty the premiums are 
waived and no deduction is made from 


the face of the policy for the amount of 
the premium as is the case in the usual 
disability clause. As a rule the pre- 
miums are waived but no interest is 
charged, but the Aetna Life charges 
neither the interest nor the premiums. 
An error was made on page 5 in the 
“Little Gem Life Chart’ when it was 
stated that the premiums are charged 
against the policy without interest and 


this does not give the Aetna Life full 

credit for their liberal provision. 
Prudential 

The Prudential has announced that it 

is prepared to insert, at slight extra 

premium, accidental death benefit and 


disability income provisions in ordinary 
policies now in force, if insured applies 
for them and can pass satisfactory medi- 
cal examination. 


Federal Life in Wisconsin 


License in Wisconsin is being sought 
by Federal Life of Chicago, which is 
taking over the Bankers Accident of 
Des Moines. Isaac Miller Hamilton, 
president of the Federal Life, and L. D. 
Cavanaugh, vice-president, appeared be- 
lore the state insurance department at 
Madison seeking permission. Although 
the Bankers Accident has been writing 
in the state, a new permit is necessary. 
Mr. Hamilton and Mr. Cavanaugh were 
guests of E. H. Mueller, Wisconsin 
representative of the Bankers Accident, 
while in Madison. 





Old Line Life’s Good Showing 


a rt F. Fry, president of the Old 
vine Life of Milwaukee, reports that 


yd of this year was one of the best 
Julys in the 


the accide history of the company. In 
tern nt and health department. a 
Aha nay increase in premium collec- 
crease og mace, and ae 45 percent in- 
perl 1 applications registered. For 
increased = ia Ader pene collections have 
dent Fry persons. nesorsing to Presi- 
td " the life department. the 
Ress & Succeeded invincreasing busi- 


the hn hn percent during the month, over 
in that ao: of business for July,31922. 
of aa : epartment. No particular class 
than othenerre buying insurance ‘more 
althoush ne secordipg to President Fry, 
more ing Seem to be taking 
than ever ire — 





Three Features That 
Will Bring Real Success 


W. STEVENS, vice-president of 
R the Illinois Life, has formulated 

® three principles for making 
legitimate, big profit: First, by doing 
something better than the other fellow 
does it; secondly, by doing something 
before the other fellow does it; thirdly, 
by doing something that the other 
fellow does not like to do. 

The importance of the first two max- 
ims is self evident. It is because agents 
have failed to understand the import- 
ance of the last principle that they have 
failed as life insurance salesmen. They 
have retired from insurance because 
they couldn’t stand the strain and did 
not like soliciting. They were unwill- 
ing to drive themselves at such a pace 
that would mean doing something that 
the other fellow does not like to do. 
The man who is willing to put in the 
necessary effort can do the thing before 
the other fellow does it and do the 
thing that the other fellow does not like 
to do. He can be assured if he fol- 
lows these principles that he will sell 
life insurance and make a success of 
the business. 


L. Brackett Bishop, general agent of 
the Massachusetts Mutual at Chicago, has 
just returned from a European trip. 








AMERICAN 
CENTRAL 





SALESMEN 


What amount of business can you write? 
What commission are you worth ? 


I will pay the highest commissions obtainable in the Ordinary 
Life field to high grade experienced men and women. 


The peak of your percentage is limited only by your capacity to 


get ess. 
M. J. HIGGINS 
General Agent 


PEOPLES LIFE INSURANCE COMPANY 


PEOPLES LIFE BUILDING, RANDOLPH & WELLS 


CHICAGO 














LIFE 


Insurance Co. 


INDIANAPOLIS, IND. 
Established 1899 


HERBERT M. WOOLLEN 


PRESIDENT 
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MUTUAL TRUST 


LIFE INSURANCE COMPANY 
of Chicago 


now occupies its new home in 


THE CHICAGO TEMPLE 


where with its increased facil- 
ities, it is the more prepared 
to adequately serve its policy- 
holders, agents, and friends. 


as 


JHE 
See sone = ne = So ee 


New Home Office Address: 
THE CHICAGO TEMPLE 
Clark and Washington 
CHICAGO ILLINOIS 

















Delay and Negligence 
Are Often Fatal 


ENRY A. STOUT of Dayton, O., 
makes the following observation: 

In the American Magazine, you will 
find an advertisement of the Interna- 
tional Correspondence School. In that 
ad. is a quotation as follows: 

“On the plains of Hesitation bleach 
the bones of countless millions who, at 
the Dawn of Victory, sat down to wait, 
and waiting—died!” 

I have used this in several letters 
to my prospects who have been hesi- 
tating. It seems to me that this has 
one of the finest thoughts or lessons 
of any quotation that I have ever seen. 


Club Grows 


The App-A-Week Club of the Minne- 
sota Mutual Life is now in its second 
year. Prizes have just recently been an- 
nounced covering a period of two years. 
E, B. Rowley, general agent at Mitchell, 
S. D., holds the leadership of the club 
with a record of two applications a week 
for 14 weeks and a consecutive record 
of 67 weeks. Twelve agents now have a 
record of one year or better, or regular 
weekly production. The club was 
started April, 1922. 











Our Agents Have 


A Wider Field— 
An Increased Opportunity 
Because We Have 


0. C. L. BUILDING 


Age Limits from 2 to 60. 


Policies for substantial amounts (up to $3,000) for Chil- 
dren on variety of Life and Endowment plans, thus 
enabling parents to buy all of the Family’s insurance 
on the Ordinary, i.e. Annual, Semi-annual or Quarterly 


Premium plan. 


Participating and Non-Participating Policies. 


Same Rates for Males and Females. 


Double Indemnity and Total and Permanent Dis- 
ability features for Males and Females alike. 
Standard and Substandard Risk Contracts, i. e. less 


work for nothing. 


THE OLD COLONY LIFE 
INSURANCE COMPANY 


of CHICAGO, ILL. 


The Company has its Home Office in its own building 

at 166 W. Jackson Blvd. running through to Quincy and 

gaa right in the heart of Chicago’s Financial 
trict. 


L I}Lo 4 | 


ADAMS ST. 








Continental 
and 
Commercial 
Nat'l. Bk. 


The 
Rookery 








“LS STTAM 


NCY ST. 
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Bk. Trust Co. 

















JACKSON BOUL. 
Board 
of 
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Insurance 
Exchange 























Presenting Suggestion 
For a Definite Need 


EORGE. M. HERRICK of Chi- 
? cago, general agent of the Provi- 
dent Mutual, believes in making 
specific recommendations to a prospect. 
He declares that every man has needs 
that can be met by life insurance. These 
needs are individual. No one can diag- 
nose a case without ascertaining the 
symptoms. When a life insurance man 
can suggest something to meet a special 
need that exists at the time, the prospect 
is interested. He may not respond to a 
general solicitation without the attack 
being directed at some particular point, 
Sometimes the suggestion from the life 
man may be that an assured’s line be 
increased. Frequently, however, it is 
directed toward some specific need that 
should be provided for. 

Mr. Herrick illustrated the idea by 
saying the other day he went to call on 
a friend of his and this man very frankly 
told him that he did not think that he 
needed any additional insurance at this 
time. Mr. Herrick replied that probably 
that was the case, but he wanted to out- 
line a plan for him to provide for the 
education of his two sons, one 6 years 
old and one 13. He said that undoubt- 
edly the prospect was already ar- 
ranging for their education. He hoped 
to send them through college. If he 
kept his health and had good luck he 
would have no trouble in providing 
funds to do this. If, however, he died, 
the two boys might be deprived of an 
education. The mother might find it 
difficult to send them through college. 
Mr. Herrick then suggested insurance 
to provide an educational fund. The 
man was immediately interested and told 
Mr. Herrick that his recommendation 
Was very appropriate. He had no dif- 
ficulty in writing this insurance. 


REINSURANCE OF LIFE 
BUSINESS IS GROWING 


(CONTINUED FROM PAGE 2) 

it was thought that the company’s pol- 
icy of accepting no reinsurance was due 
to its desire to write its entire limit 
through its own agency force. How- 
ever, this is apparently not the case, as 
the amount of reinsurance accepted has 
no bearing on the limit to which the 
company is confined in writing new 
business. The law of the state specifi- 
cally excepts reinsurance and group in- 
surance from its limitation. On_ the 
other hand, if a company issues a policy 
for a large amount and only retains half 
the fact that it reinsures the half of the 
policy does not affect its limit of new 
writings at all, the entire face of the 
policy counting under the law. There- 
fore, the giving or taking of reinsurance 
cannot be used to affect the amount 
written by agency force in accounting 
to the state. 

The only connection between the state 
limitation and the reinsurance business 
is the fact that the amount of reinsut- 
ance business written is not taken into 
consideration at all, and therefore, event 
though a company may have reached its 
limit on business written through its 
agents, it may continue to expat 
through its reinsurance department This 
is likewise true of group insurance. 


Haight and Schaeffer Partners 


Frank J. Haight and Miles Schaeffer 
have formed a partnership at Indiat 
apolis to be known as Haight & Schaeti- 
fer to act as certified public accountants. 
This arrangement will in no wav alfect 
the business now conducted by Frank J. 
Haight as consulting actuary. ™© 
Schaeffer has been associated with Mt 
Haight in years past and was also the 
first appointee as insurance commis 
sioner of Indiana under the law which 
separated the insurance department 
from that of auditor of state. His carly 
business experience was in banking. 


Money talks louder these days but its 
list of speaking acquaintances is growing 
narrower and more exclusive. 





